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THE TRUTH ABOUT 
GRAIN ELEVATOR LINES 


Insufficient Coverage Largely Due to 
Antiquated Construction and Poor 
Housekeeping 








VIEWS OF MILLERS MUTUALS 





Will Not Insure Old-Fashioned Termin- 
als Because of Bad Loss 
Ratio 





In view of the agitation in some 
western cities for larger insurance 
lines on grain, The Eastern Under- 
writer wired several of the large mill 
mutuals and asked them for their 
viewpoint as to the facts in the situa- 
tion. One of the replies comes from 
the Millers Mutual Fire Association of 
Alton, Ill, which telegranhs: 


“So far as we know here country 
elevators can secure all insurance 
needed. The loss ratio on them is 
favorable. Old-fashioned wooden ter- 
minals are not insured by mutuals be- 
cause of bad loss ratio and may have 
trouble securing all the insurance that 
they need. Concrete, fire resistive con- 
struction terminals are acceptable.” 

Says Rates Should Go Up 

William H. Clark, secretary of the 
Okio Millers of Canton, O., wires The 
Eastern Underwriter: 

“There is probably insufficient in- 
€urance capacity at congested grain 
centers. Our loss record fair, but 
rates should now be higher than form- 
erly, and especially for terminal houses 
of the older type.” 

The Eastern Underwriter learns that 
with some carriers the loss ratio on 
the older type of terminal elevator 
has been as much as 300 per cent. 

The principal reason why the aver- 
age grain elevators cannot get enough 
insurance is not that companies won’t 
stretch a point to meet the situation 
by enlarging their accommodations— 
they do—but it is the fault of the 
elevator men themselves in having 
such poor average risks. It is not ad- 
visable at the present time to be spe- 
cific in discussing elevators, but it can 
be stated that many of these risks are 
of such old-fashioned construction that 
in ordinary times the insurance com- 
panies write very small lines on them. 
The elevator men are often careless; 
“houseke@ping” is poor. Sprinkler 
systems in these structures are often 
ineffective. As one underwriter ex- 
pressed it: “When once the blaze 


(Continued on page 16) 


























“The Largest Fire Insurance Company in America.” 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Service to Policyholders and to Agents Unexcelled. 





FIRE AND ALLIED BRANCHES OF INSURANCE. 


Fire, Lightning, Automobile, Commissions, Explgsion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Sprinkler Leakage, Tourists’ Baggage, 
Use and Occupancy, Windstorm. 


STRENGTH REPUTATION SERVICE 






































North British 
and Mercantile 
“Lz Insurance Co. 


1866 


Established 1809 





Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


























SPRINGFIELD 
Fire & Marine Insurance Co. 
Cash Capital $2,500,000.90 








HE SPRINGFIELD for two-thirds of a century has 
transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. The | 

SPRINGFIELD stands today pre-eminent among American 
| 








fire insurance companies. 


SPRINGFIELD MASSACHUSETTS 














ROONEY LOSES “EXPERT 
SERVICES” ACTION 


Induced New York Woolen Manufac- 
turer to Substitute Old Policies 
For New Ones 








ACTUARIES PUNCTURE ANALYSES 
Insurance Specialist Loses Court Action 
—Section 60 of Insurance 
Act Weak 





The action brought by Hugh V. 
Rooney, a life insurance agent, the 
renewal of whose license was recently 
refused by the New York. Insurance 
Department, against Robert F. Francis, 
a woolen manufacturer of Madison Ave- 
nue, this city, and a former president 
of the American Association of Woolen 
and Worsted Manufacturers, for com- 
pensation in payment of “expert serv- 
ices” rendered Francis, was recently 
tried before Judge La Fetra, City Court, 
New York City, and a jury which 
rendered a verdict in favor of Mr. 
Francis at the conclusion of,a trial laat- 
ing eight days. 

This case is of genuine interest to 
life insurance men and companies be- 
cuuse it ventilates the whole practice 
of “experts” examining policies, and 
making a “specialty” of advising clients 
to substitute others to take the places 
of the “analyzed” policies. 

Actuaries Testify 

The Rooney-Francis case was tried 
for eight days, and among the wit- 
nesses who testified were Actuary 
Papps, of the Mutual Benefit; Actuary 
Washburn, of the Berkshire; Actuary 
Rydgren, of the New York Life; Gen- 
eral Agent Fell, Massachusetts Mutual, 
and others. The whole case was then 
submitted by Judge La Fetra (after a 
charge explaining Section 60 of the 
New York Insurance Law) to the jury, 
which decided against Rooney on the 
merits. 

After Mr. Francis had surrendered 
his old policies and after new insur- 
ance in the Mutual Life was taken out 
by Rooney expecting that Mr. Francis 
would be governed by his advice, and 
then after Francis had become con- 
vinced that he had made a mistake in 
lietening to Rooney and had demanded 
his policies back (they were not re 
turned), and then when later he had 
been sued by Rooney, Mr. Francis de- 
cided that the case was important 
enough for the American Association 
of Woolen and Worsted Manufacturers 
to handle, and the case was turned 
over to the counsel for the association, 
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Myers & Goldsmith, 100 Broadway. E. 
J. Myers and Gordon 8, P. Kleeburg, oi 
that firm, appeared in court and con- 
ducted the defense. 

The insurance companies. whose pol- 
icies had been substituted, and the 
Mutual Life, in which company Rooney 
had placed the new insurance, worked 
in co-operation with Myers & Gold- 
smith, as did the New York and Penn- 
sylvania Insurance Departments, which 
hag had previous experiences with 
Rooney, aS has been printed by the 
insurance newspapers. 

Francis held policies in the Mutual 
benefit, Berkshire, Massachusetts Mu- 
tual and New York Life. 


Asked to Examine Policies 


After being introduced to Francis, 
Rooney asked for permission to ex- 
amine his policies, in order that he 


might give him “expert advice” respect- 
ing their conditions, and also to make 
suggestions as to whether Francis 
could not save money by taking other 
policies to be recommended by Rooney 
in place of those which Francis then 
held. Under representations that war 
conditions were going to change the 
forms of policies, etc., Rooney induced 
Francis to submit to a medical exami- 
nation in the Mutual Life. Within a 
day or two after the examination the 
policies were issued by that Company 
and delivered go Rooney who was at 
that time its agent without knowledge 
ef what Rooney was then doing. It 
developed that at the same time 
Rooney was the agent of the Berkshire 
Life, which had issued policies to 
Francis and which were to be “sub- 
stituted” by Rooney for other policies. 
Sends Analysis 

Rooney sent his analysis of the 
Francis policies on March 23, 1917, but 
before he got possession of the Francis 
policies and before he had furnished 
any statement to Francis the Mutual 
Life had already issued its policies of 
insurance through Rooney upon the 
life of Francis. Th's transaciion was 
effected by March 19, 1917. It should 
b+ steted here that the Mutual Life 
was at the time in entire ignorance of 
Rooney’s action with reference to the 
policies in the other companies, and 
wculd not have tolerated the practice 
had it been acquainted with the “acts. 
Since October, 1917, Rooney has not 
represented the Mutual Life, that Com. 
pany having canceled his license, and 
the entire Francis transaction took 
place prior to April, 1917. 

Demanded Old Policies 

On March 26 Francis was advised 
that he was making a mistake, and, 
thereupon, he demanded that Rooney 
return to him the old policies. Then 
for the first time he was told by Rooney 
that the old policies were in the hands 
of a firm which makes a practice of 
buying such policies from agents in 
the business of “substitution.” Rooney 
then informed ‘Francis that as Francis 
had retained the Mutwal Life’s policies 
for several days that Francis was liable 
to Rooney for the amount of the pre- 
miums in the Mutual upon the new pol- 
icies and claimed that Francis had au- 
thorized Rooney to sell old policies of 
insurance and to return the proceeds 
of the old policies through Rooney to 
Francis in completion and fulfilment 
of Rooney's analysis. In other words, 
according to Myers & Goldsmith, attor- 
neys for Francis, Rooney claimed that 
the transaction was complete; that he 
had fulfilled his contract, and, there- 
fore, must be paid for it. Furthermore, 
he refused to return the policies, saying 
Francis was liable to him as agent for 
the premium on the new policies, alleg- 
ing that owing to Francis having kept 
the policies for the length of time the 
fnsurance had become effective and 
Kooney would be held responsible for 
the premiums and, therefore, had the 
right to demand payment from Francis. 

‘By this time Francis, being advised 
by insurance men, began to feel that 
this was not an ordinary case of “sub- 
stitution,” and, refusing to have any- 
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thing further to do with Rooney, re- 
turned the Mutual’s policies and de- 
manded the return of the old policies 
which Rooney did under protest, threat- 
ening to sue for the premiums. Francis 
refused to pay Rooney the premium. 
Kooney began suit against Francis, but 
not for the premiums payable under 
the new policies. His theory in court 
was not that Francis was liable for 
the premiums which Rooney would 
have earned out of the premium paid 
te the Mutual Life, but that Francis 
was liable to Rooney for the value of 
his services as an “expert analyst” in 
making the statement of the policies 
and giving his advice and recommenda- 
tion to substitute, which sum, he 
ciaimed, was equal to the amount of 
the commissions which he (Rooney) 
would have earned if Francis had kept 
the new insurance. 


Suit Brought 
Suit was begun by Rooney for $1,585, 


the amount of the commission which 
Rooney claimed he had earned for his 
services as an “expert analyst.” When 
the case came to trial the insurance ex- 
perts, named at the beginning of this 
story, picked ‘Rooney’s analysis and 


statement to pieces, exposing the flaws’ 


in the estimates and comparisons to the 
jury. A sample of a Rooney letter to 
Francis follows: 
New York, March 23, 1917. 
Mr. Robert T. Francis, 
25 Madison Avenue, 
New York City. 

My dear Sir: Appended hereto, I 
have the honor to forward you my 
analysis of the various insurance pol- 
icies, which you were good enough to 
submit to me for my opinion. At the 
same time, I would like to reiterate 
some of the facts which I pointed out 
when we discussed the matter. 

Your Mutual Eenefit pvlicies are all 
issued on what is known as the accel- 
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ANNOUNCEMENT 








In conformity with a resolution passed unanimously 
by the Board of Directors of The Germania Life In- 
surance Company on December 5th, 1917, and with 
the approval of the Superintendent of Insurance of 


the State of New York, 


the company on March 


Ist, 1918, assumed the new corporate name of 


The Guardian Life 


Insurance Company 


of America 


1917—the last year under the old name was the most 
successful during the company’s existence of fifty- 
eight years. The new business paid for amounted to 
$24,800,000.00 representing a gain of more than $3,- 
700,000.00 over its best previous year while the busi- 
ness in force showed an increase of $10,222,000.00. 











Assets over $54,500,000.00 
Total Insurance in Force over $169,000,000.00 
Fund over $5,800,000.00 


Guarantee and Dividend 





erative endowmen: plan, whereby the 
dividends are left with the Company 
until such time as the accrued divi- 
dend, together with the guaranteed 
cash value of the policy, equal the faca 
value. 

In the event of death prior to the 
completion of this indefinite period, all 
such dividends are forfeitable. Th- 
total of sucn forfeitabie dividends on 
your policies so accrued to date, is 
about $1,200 

Nor does this represent the total ioss 
of your estate, because the annua! 
dividend on these policies, being about 
$120, could be used to purchase in- 
creased insurance amounting to $4,000, 
from which it is evident that your es- 
tate, in the event of your death, loses 
the amount of insurance purchasable 
by the annual dividends, viz.: $4,000, 
which is one-fifth of the present face 
value. 

Mutual Benefit policy No. 537671 is 
issued on the eighteen limited payment 
accelerative endowment plan, under 
which it is assumed that the policy 
would become paid wp, as it is called, 
about the year 1923. 

By being paid up, it is understood 
that no more premiums will b2 payable 
rrovided the cash value of the policy 
is left with the Company, and this cash 
value will amount to $5,447.70, or over 
half the face value of the policy. 

The actual insurance, therefore, be- 
yond your Own money, is only $4,552.30, 
for which you would be paying, by loss 
of interest if estimated at 6 per cent., 
$326.80 per annum, and yet this sum 
would purchase in the same Company, 
at the then attained age, practically 
twice that amount. 

Similar conditions surround all the 
Mutual Benefit, Massachusetts Mutual, 
and other policies carried by you in 
like proportion. 

On your Berkshire Life Insurance 
policy No. 3498, which is a thirty-year 
endowment policy, it is interesting to 
note the following facts, which I have 
set out in the schedule form hereafter: 

First: The present cash value of 
the policy is $580, and the cash 
value in 1924 will be $1,000; the 
difference being $420. 

Second: The cost to obtain this 
extra $420 will be $551.04; this be- 
ing interest lost on present cash 
value, and premiums payable to 
1924. 

Self-evidently, therefore, it is to your 
interest to accept the present cash 
value, rather than pay $551.04 to obtain 
$420, especially since the same pay- 
ment would purchase increased insur- 
ance of $2,400. 

Similar conditions are equally appli- 
cable to all other policies held by you 
on the endowment form. 


I fear it would be impossible to en- 
large further on the subject of your 
insurance, without becoming tedious, 
and I fear also, that what I have al- 
ready said may not be as clear as I 
would care to have it. I will, therefore, 
ask you for the honor of an interview, 
at your convenience, when I will be 
pleased to return your policies, and go 
into the items and details. 


Very truly yours, 
(Signed) HUGH V. ROONEY. 
Fell’s Come-Back 


During the testimony of Witness T. 
R. Fell there was an incident parallel- 
ing the trial in the United States Court 
in this city of the George Graham Rice 
(fraudulent mail) case. Rice, it will 
be recalled, was dissatisfied with the 
cross examination by his counsel of 
the witnesses and dismissing his coun- 
sel, undertook to cross examine the 
Government’s witnesses. So, too, 
Rooney became dissatisfied with the 
cross examination of his counsel, Rog- 
ers, and insisted upon conducting the 
cross examination of General Agent 


(Continued on page 9) 
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Want War Department 
to Run Risk Bureau 


INTRODUCED 





BILL IN CONGRESS 





\f Enacted Would Automatically 
Eliminate Mr. McAdoo From War 
Risk Administration 





(From the New York Commercial) 
Washington.—A bill which will in- 
terest everyone in the life insurance 
and marine insurance business has 


been introduced in the House of Rep- 
presentatives by Medill McCormick, 
Representative from Chicago, and 
which is now in the hands of the 
committee on Interstate and Foreign 
Commerce. Mr. McCormick proposes 
to transfer the Bureau of War Risk 
Insurance from the Treasury Depart- 
ment to the War Department, which 
would automatically eliminate Mr. 
McAdoo from the administration of 
the laws governing this bureau. 


Mr. Ide’s Article 

Considerable political significance is 
believed to be contained in the pro- 
rosed measure, which especially con- 
cerns life insurance men. After an 
article by George E. Ide, president of 
the Home Life Insurance Co., was pub- 
lished recently, (Secretary McAdoo 
wrote to Mr. Ide, a letter in which 
was contained a warning. Many con- 
strued his words to be a challenge on 
the part of the Government to the 
private insurance companies and as 
having been designed to make political 
capital out of the war measures of 
the Government at the expense of 
the great private insurance corpora- 
tions. 

Mr. McAdoo practically told Mr. Ide 
that the Government might be dis- 
posed to remain in the business of 
insuring lives even after the present 
war emergency is past and that it 
would welcome a test of strength with 
tne private companies. There was 
nothing in Mr. Ide’s article implying 
any such things as were referred to 
in the Secretary’s letter, but advo- 
cates of Governmental life insurance 
hailed his letter as an indication that 
the Government would engage perma- 
tently in the insurance business. 

Mr. McCormick’s measure, if Con- 
vress should see fit to enact it into 
law, would end Mr. McAdoo as a di- 
rector of the present bureau and ‘would 
place it entirely in charge of Secre- 
tary of War Baker. It is believed 
that aside from the unwritten but 
nevertheless important political fac- 
tors concerned in this bill, a good case 
can ‘be made out in favor of the pro- 
posed transfer, as all of the work of 
the bureau is directly concerned with 
the carrying on of the war. 

Origin of the Bureau 

The ‘bureau was originally instituted 
to write marine insurance upon ships 
entering the submarine zone. Later 





WROTE $1,433,500 IN PENNSYL- 
VANIA 

The business of the Bankers Life of 
Des Moines in the State of Pennsyl- 
vania for the year of 1917 shows a 
total business written of $1,433,500, in 
531 policies, as compared with $1,265,- 
400 of business written in 1916. The 
total of insurance in force in Pennsyl- 
vania at the end of 1917 was $14,976,- 
811, represented by 6,447 policies, as 
compared with 6,173 policies for a to- 
tal of $14,206,809 at the end of 1916. 
The total of premiums received in the 
State of Pennsylvania for 1917 was 
$320,770, and the total of death losses 
Daid in the State last year was 
$104,146. 





Lawrence Priddy, president of the 
National Association of Life Under- 
Writers, is on a speech-making trip in 
the South. 


on, when America entered the war 
and the war risk bill was devised in 
lieu of the old and _ unsatisfactory 
pension system, it was also placed un- 
der the jurisdiction of the bureau and 
soon became by far the most import- 
ant’ of its activities. 


It is an open secret in Washington, 
according to well posted observers, 
that both Secretaries Baker and 
Daniels feel keenly that the war risk 
bureau should never have been placed 
in the Treasury Department.  Inas- 
much as it is exclusively a war meas- 
ure and applies only to men in the 
army and navy, they feel that its man- 
agement should not have been vested 
in some other department, with the 
friction and dissatisfaction which that 
move has inevitably brought. 

Life insurance men who have watch- 
€a with interest the course of the War 
isureau also feel that it belongs in 
ene of the military departments and 
believe that tremendous influence will 
be brought to bear on ‘Congress to 
pass McCormick’s bill. 





SALESMANSHIP CONGRESS 


Detroit Convention to Discuss War 
Topics—Insurance Subjects not 
Slated for Consideration 
Asked whether insurance topics will 
be featured at this year’s session of 
the World’s Salesmanship Congress, 
as it was last year, D. M. Barrett, of 
the Congress, said to The Eastern 

Underwriter: 

“The Congress this year is called 
two months in advance of its usual 
date to discuss war problems now 
confronting business so that the insur- 
ance departmental for the time being 
is not included.” 





The Aetna office at 100 William 
Sireet was among those closed Good 
Friday afternoon. 


Life Insurance Is 
Not an Expense 





IT’S A PROCESS OF SAVING 





Viewpoint of Mutual Life Insurance 
Company—Figures Showing 
Increase. of Value 





Life insurance is not an expense; it 
is a process of saving. It means the 
creation of an immediate estate in the 
event of death, or a provision for old 
age. 

In driving home these facts the Mu- 
tual Life, in “Points,” says: 

Life insurance is not an expense; it 
is a process of saving. It means the 
creation of an estate—an immediate 
estate in the event of your death, or a 
piovision for your own old age. When 
paying a premium you are not spending 
your money but are buying protection 
for your family and accumulating a 
fund for yourself. ‘ook at the figures 
cf our twenty payment life and see 
your investment grow. 

26 Payment Life—$1,000 Policy—Age 35 
Tremium $38.34. Net Outlay of 11th 
Year ($28.82) assumed for re- 
maining years. 


Inc. in value 


No. of Cash value Inc. in Net over net 
Pre. end of yr. cash value outlay outlay 
3d $54.56 $54.56 $31.78 $22.78 
4th 79.96 25.40 31.45 —6.05 
5th 107.52 27.56 31.11 —3.565 
6th 133.40 25.88 30.76 —4.88 
7th 162.64 29.24 30.39 —1.15 
8th 192.77 30.13 30.02 BS 
9th 223.81 31.04 29.63 1.41 

10th 255.78 31.97 29.23 2.74 
llth 286.24 30.46 28.82 1.64 
12th 317.68 31.44 or 2.62 
13th 350.16 32.48 o 3.66 
14th 383.70 33.54 = 4.72 
15th 418.33 34.63 9 5.81 











Prudential 


Group 
Policies Sell 




















Because of absolute protection, low 
premiums, annual dividends, grace 
period, disability provisions, termina- 
tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 


Send for Particulars of Policy 


PRUDENTIAL 


INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey 








Home Office: NEWARK, N. J. | 





| FORREST F. DRYDEN, President 





3 
16th 454.11 35.78 ” 6.96 
17th 491.07 36.96 - 8.14 
18th 529.31 38.24 9.42 
19th 568.89 39.58 a 10.76 
20th 609.92 41.03 is 12.21 


At the beginning of every year for 
20 years you pay a gross premium of 
$58.34 but receive a refund (or so-called 
dividend) at the end of the year. For 
example: at age 35, the refund at the 
end of the first year is $5.94 by the pres- 
ent scale; making the net outlay for 
the year $32.40. At the end of the sec- 
ond year, the refund (dividend) is 
$6.25; at the end of the third year 
$6.56; fourth year $6.89, etc. At the 
end of the eleventh year, for instance, 
the refund is $9.52, making the net out- 
lay of that year $28.82. 

From the foregoing, it is obvious, that 
if the present scale is maintained, the 
net outlay for each of the remaining 
years will be less than $28.82; but, for 
convenience sake, let us assume that it 
will be just that amount throughout the 
period. You will observe next that the 
policy has a cash value at the end of 
the third year of $54.56, and when you 
pay your fourth premium you increase 
that cash value at the end of the fourth 
year by $25.40, the increase being with- 
iu $6.05 of the net outlay for the year. 
Your seventh premium adds $29.24 to 
your cash value, or within $1.15 of the 
net outlay of the year’s insurance. From 
that time on you observe that your cash 
value is increased every year by more 
than the whole assumed net outlay, 
Does that look like spending money? 
Do ‘you call a savings bank account an 
expense? 

Now keep in mind one thing more. 
At the end. of twenty years your in- 
surance is paid-up for life. You have 
nothing more to pay, but will continue 
to receive a dividend at the end of each 
year as before, while still enjoying pro- 
tection for the full face amount of your 
policy as long as you live. Keep in 
mind also that, in case of need, the 
amount for which you may surrender 
your insurance goes on incréasing year- 
ly, and this is guaranteed. Surely life 
insurance is anything but an expense. 





COMPANIES CRITICIZED 


Trade Journal Objects to Selling 
Methods and Urges More 
Advertising 


“Printer’s Ink” bewails the possibili- 
ties that advertising offers life insurance 
companies and which the companies 
do not avail themselves of. Then 
“Printer’s Ink” says: “That most of 
the life insurance organizations are 
succeeding in selling their service 
without advertising has nothing to do 
with the argument. The fact is that 
their present selling methods are en- 
tirely too onerous and too expensive. 
Tt takes them too long to make a sale. 
The vast majority of applicants for in- 
surance do not take their policies early 
enough in life. Hence it is costing 
them too much. They have to be edu- 
cated to appreciate the merits of in- 
surance. This educating has to be 
done through the personal solicitation 
of the galesman, and it too often ex- 
tends over a period of years and is the 
work of several salesmen. Frequently 
the agent who writes the policy cashes 
in on the efforts of others. The trouble 
with the whole system is that it oper- 
ates too slowly. Too much time is 
wasted in creating prospects. 

“The seller of life insurance has to 
meet a mental resistance that the ven- 
dors of few other products encounter 
Why? Why do people dislike to have 
their lives insured? For the same rea- 
son that they postpone making their 
wills. They make themselves believe 
that as far as they are concerned, 
death is many years off. It is time 
enough to think about it when they 
are getting old. Overcoming this men- 
tal attitude is distinctly an advertising 
job.” 
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War Classification 
of George Washington 
ACCEPTANCES | IN DRAFT AGE 


Limits Run from $1,000 to $7,500 in 
Draft Age—Five Classes 
Made 


The George Washington Life, of 
Charleston, W. Va., has notified the 


agency force of new rules with refer- 
ence to classifications under the draft 
act and the schedule of limits. The 


letter of Secretary E. C. Milair to the 
field force in part follows: 
Circular to Agency Force 


As forecasted in the February, 1918, 
issue of the “Monthly Review,” the 
management has carefully considered 
the matter of deferred classification 
under the Government Draft Act as 
bearing wpon the selection of life in- 
surance risks for this Company. 

Beginning March 1, 1918, we 
authorized to accept insurable 
in the draft ages in accordance 
the following schedule, viz.: 

Under age 20, usual company limit, 
310,000; age 20 and class one, $1,000; 
ciass two, $2,009; class three, $3,000; 
class four, $7,500; class five and over 
31, if not already in draft, or enlisted 
er intending to enlist in war activities 
usual company limit, $10,000. 

Insurance in the several classes I, 
Ii, 111 and IV for greater amounts than 
as shown above will under no circum- 
stances be permitted and you positively 
niust conduct your soliciting of ap- 
plicants in the draft ages in a manner 
which will conform herewith. You 
will also please understand that when 
a prospect’is already insured in the 
cumpany to an amount at least equal 
to that permitted in any classification, 
additional insurance will not be grant- 
¢d and no application therefor should 
be taken or medical examination made. 
It. however, a prospect is already in- 
sured but for an amount less than the 
iimit an application may be taken for 
tbe deficiency. 

With this letter we enclose our new 
War Supplement Question Blank (Form 
No. 390). You will please immediate- 
ly begin to use this form instead of 
any other war question form hereto- 
fore in use and now discontinued. 


are 
risks 
with 


Supplemental Declaration to Be Signed 
by All Applicants 


The George Washington Life Insur- 
ance Company will please accept the 
following declarations as part of my 
application for insurance dated the... 
pan eee MT PR cc ah scacees Bebe ves 


1. Are you an American citizen?..:. 


2. Are you a member of any military 
or naval organization? If so, give full 
DNS “Gag cce rok swae sage et cen kas 


3. Have you any intention of enlist- 
ing or volunteering for any such serv- 
ice, or engaging in aerial locomotion 
o1 submarine service? If so, give par- 
ticulars 


4. Are you connected with or have 
you any intention of volunteering for 
Red Cross or other relief service, or 
engaging in work as a Civilian in any 
capacity whatever in connection with 
actual warfare? If so, state details 
and name of country. 


business associa- 
might cause you 
Asia, or South 
contemplate a 
If so, 


you any 
which 


5. Have 
ticns abroad 
to travel to Europe, 
America, or do you 
journey to any foreign country? 
give particulars. 

6. Were you required to register 
June 6, 1917, under the Conscription 
Act? If not, give reasons. 


7. Into which class and subdivision 


were you classified by your local Draft 
Serv- 


Foard under the new Selective 
ive Regulations? .......cccceseeecvers 
Give address of the local Drafi 


Board, which passed on your Question- 
naire, and notified you of your classifi- 
cation. 

9. Do you agree that any policy is- 
sued by the Company on this applica- 
tion may, if the rules of the Company 
so require, contain a provision for ex- 
tra premiums or in default thereof, 
unless free permit has been granted, 
for limiting the liability of the Com- 
pany, if you travel on the high seas; 
engage in Military, Naval, Red Cross 
or other relief service; engage in ex- 
periments with or ascensions in bal- 
loons, aeroplanes or other devices for 
aerial locomotion or in submarine serv- 
ice or work, or engage in work as a 
civilian in any capacity whatever in 
connection with actual warfare; and, 
if the policy contains provisions for 
double indemnity and disability bene- 
fits, that such benefits shall immediate- 
ly terminate if you engage in any work 
or service of the character stated? 

I hereby agree that the foregoing 
shall form a part of my said applica- 
tion for insurance and 1 hereby renew 
and confirm my agreement therein. 
ee ee here eer ne ee 

(The applicant should read _ this 
blank carefully before signing.) 


Signature of Soliciting Agent. 
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REAL SATISFACTION 





Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 


220 BROADWAY 
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Mrs. Ellanora Lochner 
Dies of Pneumonia 


LEADER 





A FIDELITY MUTUAL 





Woman of Superior Qualities Who Was 
Unusually Successful in 
Life Insurance 





Mrs. Ellanora DeGraph Lochner died 
at her home in Brooklyn, March 29, of 
pneumonia. She was head of the 
women representatives of thé Fidelity 
Mutual Life in Greater New York and 
Long Island, with offices at 527 Fifth 
Avenue. Mrs. Lochner was a native of 
Western Pennsylvania, and after her 
marriage lived in Akron, Ohio, until 
about twenty years ago, when she lo- 
cated in Brooklyn. It had been her 
wish that she should die while still 
active and vigorous and while she was 
experiencing the full measure of her 
success. It so happened. 


A Splendid Type of Woman 

Mrs. Lochner was making a wonder- 
ful success of her work, which she 
loved. She was a woman who got much 
out of life, for she put much into it. 
Her interest in all that life affords was 
keen, as is shown by her many inter- 
ests. Her sense of appreciation was 
acute, her personality charming and her 
presence commanding. Having lived 
her life fully and broadly she has not 
lest greatly, although taken from her 
chosen field while still at the height of 
her career. 

The woman’s department of the Fi- 
delity Mutual had its beginning at 111 
Broadway, New York, but in January, 
1218, was moved uptown. Mrs. Lochner 
was in the insurance business for about 
three years. She had been a business 
woman practically all ther life. The 
youngest of a family of twelve, she 
managed, when fifteen years old, to help 
her father to investigate mortgages. 
She married, and after her husband's 
death was engaged in business for some 
time before marrying again. A few 
years ago she was connected with th 
veal estate firm which developed Bright- 
waters, Long Island, and established a 
record in selling homesites there. 


(Continued on page 8) 





Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 














HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 





The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 
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Security Mutual Life Insurance Company 
Binghamton, N. Y. 
Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 
For particulars, address 


C. H. JACKSON, Supt. of Agencies 
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Upset Missouri 
Non-F orfeiture Act 


Supreme Court Holds that Statute in 
Western State Transcends Power 
of State 


NEW YORK LIFE WINS CASE 
Non-Payment of Premiums Sufficient 
Reason for Forfeiting a Policy— 
History of Case 
The Missouri non-forfeiture statute 
regulating insurance companies was, in 
effect, declared invalid by the Supreme 
Ccurt Monday in reversing Federal 
court decrees preventing the New York 
|.ife Insurance Company from forfeiting 
a life insurance policy for non-payment 

of premiums. 

The Court held that the _ statute 
“transcends the power of the State.” 
Justices Day, Pitney, Clark and Bran- 
deis dissented. 

Relief from Fifteen Years of Unjust 
Treatment 

The invalidation by the Supreme 
Court of the Missouri law governing 
life insurance contracts was received 
by leading counsel of life insurance 
companies in this city with a great 
deal of elation. They were inclined 
to hail the decision as “a relief from 
fifteen years of unjust treatment” ac- 
corded life insurance companies hav- 
ing branches in Missouri. 

They pointed out that only last week 
the New York Life ‘(Company was beat- 
cn in the Missouri courts on a case 
wheh invoked the Missouri statute, and 
the Mutual Life Insurance Company 
has pending a $50,000 case under the 
same statute. The decision affects all 
policies written before March, 1903, at 
the time the first decision on the law 
was made in the Missouri courts, and 
involves policies aggregating millions 
of dollars. 

History of Case 

The case decided this week by the 
Supreme Court involved a suit brought 
by (Mrs. Lea F. Dodge, widow of Josiah 
8. Dodge, of St. Louis, Mo., against 
the New York Life Insurance Company. 
The brief for the defendant was filed 
with the Supreme Court last October 
hy James H. MelIntosh, general coun- 
sel of the company, and James C. 
Jones. 

The principal in the case was Josiah 
Pr. Dodge, who on October 20, 1900, 
took out a policy insuring his life for 
$5,000, naming his wife as beneficiary. 
About six years later he and his wife 
borrowed from the company $1,350 on 
the pledge of the policy as collateral 
security. The policy lapsed for the 
nen-payment of the premium due on 
October 20, 1907, and thereupon, ac- 
cording to a provision in the policy, 
the indebtedness became due and the 


company foreclosed the pledge by sat- 
isfying the indebtedness out of the re- 
serve held by it on the policy. This 
exhausted the entire reserve, and on 
December 17, 1997, Mr. Dodge was no- 
tified that the policy had no further 
value. 

Nothing was done after that by Mr. 
Dodge or his wife, who made no offer 
to pay any premium or loan interest, 
according to the brief, although the 
insured lived until February 12, 1912. 

The Statute 

Two years after his death, counsel 
for Mrs. Dodge whote to the company, 
claiming that Mr. Dodge and his bene- 
ficiary could not dispose of their policy 
in the way they had done because of 
ihe non-forfeiture provisions of the 
itevised Statutes of Missouri, 1899, 
Section 7897, which provided as _ fol- 
lows: | 


a/ter issued by any life insurance com- 
pany authorized to do business in this 
State, on and after the lst day of Au- 
gust, 1899, shall, after payment on it 
of three annual payments, be forfeited 
or become void by reason of non-pay- 
ment of premiums thereof, but it shall 
be subject to the following rules of 
commutation, to wit: The net value of 
the poley when the premium becomes 
due, and is not paid, shall be computed 
upon the actuaries or combined experi- 
ence table of mortality, with 4 per cent. 
interest per annum, and after deduct- 
ing from three-fourths of such net 
value, any notes or other evidence of 
indebtedness to the company, given 
on account of past premium payments 
on said policies, issued to the insured, 
which indebtedness shall then be can- 
celed, the balance shall be taken as a 
tet single premium for temporary in- 
surance for the full amount written in 
the policy, and the term for which said 
temporary insurance shall be in force 
shall be determined by the age of the 
person whose life is insured at the 
time of default of premium, and the 
assumption of mortality and interest 
aforesaid.” 
Insured Won in Lower Courts 

It was claimed by counsel for Mrs. 
Dodge that neither she nor her hus- 
band, according to this statute, could 
rid themselves of the continued insur- 
ance which the reserve named in the 
statute. On suing the New York Life 
Insurance Company in the Missouri 
courts, Mrs. Dodge won the verdict, 
and judgment was rendered according- 
ly, but the company appealed to the 
highest court in Missouri, ‘which sus 
tained the lower court’s’ decision. 
Thereupon appeal was taken to the 
United States Supreme Court. 

It was claimed in the brief filed by 
the company that the case was uncon- 
suitutional because it was in violation 
of Section 1, Article XIV, of the 
amendment to the Constitution, which 
deprived it of its property without due 
process of law, and also deprived the 
Larties to the contract of their liberty 
cf contract without due process of law. 





' rT 
“No policies of life insurance here- 


No Barbed Wire 


put up by older agents will hold you 
back if you start now with the 
Maryland Assurance Corporation of 
Baltimore—a clear field before you, 
a powerful progressive insurance 
organization behind you. Life Insur- 
ance, Health and Accident Insurance, 
a wide variety of attractive policies 
guaranteeing Complete Personal 
Protection. Valuable openings in 
productive territory for energetic 
ambitious men. 


Maryland Assurance Corporation 
Seven South Gay Street 


Baltimore 


JOHN T. STONE 


President 


“LIVE AND DIE WITH ASSURANCE” 























WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company's Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 


FIRST, it guarantees that in case of death from any cause, $5,000, the face of 
the Policy, will be paid. 

SECOND, that in case of death from any AOCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be pajd. 

THIRD, that in case of death from certain SPECIFIED accident, $15,000 
or THREE TIMES the face of the Policy, will be paid. 

BUT THIS IS NOT ALL. The Accident Disabiljty Endorsement PURTHER 
guarantees that in case of total disability as a result of accidental injury, the Com- 
pany will pay direct to YOU at the rate of $50 PER WEEK during such disability, 
but not to exceed 52 weeks, after which the weekly indemnity wjll be at the rate 
of $25 PER WEEK throughout the period of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? The cost is low. 

Agents wanted in Maine, New Hampshire, Vermont, Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgja, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 


Home Office, United Life Building Concord, New Hampshire 
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THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 
Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 


of the Company and the Institution he represents. 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural 
thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
and their beneficiaries, meriting the appellation—the 
Great Policyholders’ Company. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Jesse R. Clark, President. 


resources, and 


The stronger the rear guard, the greater the 


Agency Force are: 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. 8S. Liberty Bonds. 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
favorable mortality, and economy of management. 


of Cincinnati, O. Allan Waters, Second Vice-President 
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Changes in Phoenix 
Mutual’s Income Bond 


INCREASE IN CASH VALUE MADE 





Premium Reductions of Five Per Cent. 
After Ten Years, Also After 
Twenty Years 
Some changes have been made in 
the bond of the Phoenix Mu- 
tual Life, including reduction of premi 
um in cash value. The 

changes follow: 

At the 
pany will 
income bond 5 
end of twenty 
duction of 5 per cent. of 
premium will be made. This reduc 
tion will not affect the amount paya- 
ble as a death claim or cash value, 
both of which will be based on the 
amount of the original premium. 


income 


and increase 


end of ten the Com- 
reduce the premium on the 
per cent. and at the 
years an udditional re 
the original 


years 


Cash Values 

In the present income bond the cash 
value granted after 10 years is the re- 
turn of all premiums paid. If the an 
ruitant has not paid ten premiums, 
the Company will return 110 per cent. 
of all the premiums paid after the 
first. 

The new income bond allows the 
same cash values, but provides that if 
the bond is surrendered after 10 years 


and before maturity, and evidence of 
insurability is furnished, the Company 
vill grant an increased cash value. 
‘this increased cash value will be as 
follows: 

(a) The sum of all premiums 
paid during the first 10 years 
without interest, plus 

(b) The amount of premiums 
paid after 10 years, accumulated 


interest. 
disability 


at 6 per cent. compound 
(If the bond contains 


features the rate of interest will 
be 5 per cent.) 
To illustrate this feature, take an 


income bond issued at age 25, income 
ct $100 per month to begin at age 65, 
Which calls for a premium of $123.50. 
The premium will be reduced at the 
end of 10 years 5 per cent. and at the 


end of 20 years an additional 5 per 
cent. The Company guarantees under 


this contract to pay an income of $100 
a month, beginning at age 65, as long 
as the annuitant lives. 

Should the annuitant for any reason 
wish to surrender the bond at age 60 
(a course which the Company would 
not recommend inasmuch as the an- 
nuitant would have to wait only 5 years 
before receiving an income of $1,200 
per year) the Company would pay, if 
evidence of insurability were  fur- 
nished, a cash value of $8,417.70. This 
cash value consists of the amount of 
premiums paid during the first 10 years 
without interest plus the premiums 
paid during the succeeding 25 years, 
accumulated at 6 per cent. compound 
interest, 


Illustration 


To illustrate what this cash value 
represents in the terms of the actual 
premium payments which the insured 
has made during the entire period of 
35 years. He has paid $123.50 during 
the first 10 years, $117.30 during the 
second 10 years (5 per cent. reduction) 
and $111.10 thereafter (5 per cent. 
reduction). Had he put these specified 
sums aside in a fund at the beginning 
each year and received compound 
interest of 3.616 per cent. during the 
entire period he would have at the 
close of the 35 years exactly $8,417.70 
in the ‘fund. 

Had these specified sums been put 
aside in the fund at the beginning of 
each year and been withdrawn at the 
end of 30 years instead of 35 years, 
the rate of compound interest received 
during the entire period would have 





In addition to the ordinary forms of life insurance 


THE EQUITABLE 


makes a specialty of the following: 


Insurance to protect business firms and corporations, under a corporate 
form of policy. 





Group Insurance, by which employers protect families of employes. 





A flexible contract, known as the Convertible Policy, which can be 
converted by the Insured into an Ordinary Life, Limited Payment Life, 
or Endowment Policy. 





and permanently disabled: 





A Bond issued without medical examination giving the investor an income 
for his declining years. 

A new policy is offered under which the insurance 
is DOUBLED if death results fom ACCIDENT. 
This policy also embodies the following advantages if 
the person whose life is insured becomes totally 


1. Thereafter the Equitable will carry the insurance 
—The Insured will have nothing further to pay. 


2. The Equitable will pay the Insured an annual income 
for life equal to one-tenth of the face of the policy. 


3. Upon the death of the Insured the full amount of the 
insurance will be paid to the Beneficiary (or double the 
amount if death is due to accident) without deduction on 
account of the income paid to the Insured while living. 


(See the policy for conditions and details.) 
For Agency Openings Address 


WILLIAM E. TAYLOR, 


Superintendent of Agencies 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 
120 BROADWAY, NEW YORK 





Standard Oil Buys 


Group Insurance 





TAKEN OUT WITH EQUITABLE 





What Provision is Made—Pension and 
Death Benefit Schemes 
as Well 





In the announcement this week of 
the increased wages and dther benefits 
g;:ven to workmen in the plants of the 
Standard Oil Company at Bayonne, life 
insurance, pension and sick benefits are 
thus announced: 


Insurance Feature, 

Insurance of every employe with the 
Icquitable Life, one year’s service carry- 
ing a policy for a death benefit equal to 
three months’ pay; two years’ service, 
five months’ pay, and progressively un- 
til five years’ service carries the equiva- 
lent of twelve months’ pay, with a mini- 
mum of $500 and a maximum of $2,000 
in all cases. 

Retirement on pension of employes 
after twenty years of service at the age 
of sixty-five. ‘They will get for each year 


been 3.227 per cent. In the same way, 
if they had been ‘withdrawn at the 
end of 25 years, the interest rate 
vould have been 2.671 per cent. and 
had they been withdrawn at the end 
of only 20 years the interest rate 
would have been 1.901 per cent. 


In Event of Death 

Should the bond not be surrendered 
and death occur before maturity, the 
Company would pay the beneficiary 
named the entire sum that had been 
paid in premiums, or if death occurred 
after maturity, the Company would re- 
turn any excess of premiums paid over 
income received. 


they have been in the service 2 per 
cent. of their yearly wage, with a mini- 
mum of $300 and a maximum of 75 per 
cent. of their pay. Special provisions 
have been made for employes less than 
sixty-five, who retire after twenty and 
twenty-five years of service. 
Sick Benefits 

Sick benefits, in addition to the pro- 
visions of the New Jersey workmen’s 
compensation law, or half-pay for 
periods ranging from six to fifty-two 
weeks, depending on length of service. 
These benefits apply to disabilities for 
more than seven days. 





AETNA BOND PRIVILEGE 

The Aetna Life Insurance Company, 
and affiliated companies, will again of- 
fer to their employes and to employes 
cf Connecticut industries the privilege 
ef purchasing Liberty bonds on the in- 
stallment plan. 

The new Government bond will bear 
interest at the rate of 4% per cent. 
Those who have bonds now can con- 
vert them into the new issue. 


PITTSBURGH LUNCHEON 


The Pittsburgh Association of Life 
Underwriters held a special luncheon 
on Wednesday at which talks were 
niade on “Pittsburgh and the War” by 
Colonel Thomas J. Keenan, and “A 
Message From the Camps” by Rev. 
Robert MacGowan. 








W. H. CRANDALL DEAD 


William H. Crandall, of Hornell, N. 
Y., district manager of the Equitable 
Life Assurance (Society, is dead. 


Com- 
been 


Agency 
has 


The American Life 
pany, Inc., of Manhattan, 
formed with $50,000 capital. 








1914. 


miums 


CO-OPERATION 


A™ measure of agency 
co-operation with the 
real producers is responsi- 
ble in part for these 1917 
results as compared with 


Decrease in number of 
licensed agents 


Increase in new busi- 
ness paid for 


Increase in number of 


representatives who 
paid for $3,000 or 
more in new pre- 


Phoenix Mutual Life Insurance Company 
of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


No. 11 


70% | 


47% 


200% 



































April 5, 1918 


THE EASTERN 


UNDERWRITER 








mn 











zation whose reputation 


Business Associations 


Help men to success. | 


Provident agents are associated with a business organi- 
for integrity, fair dealing 
and financial security extends over half a century. 


Write for information 


The Provident Life and Trust Company 
of Philadelphia 


Founded 1865 


— a —_—_—_—_—————, 











| THE MOST VALUABLE POLICY FOR YOU 
Mr. Agent, is to write your prospect in the Company writing 
| the most valuable policy for the insured. 

Secure prompt action in the 





INSURANCE COM 
OF BOSTON MASSACHUSETTS 
WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 
































Used a Phonograph 
To Make Friends 


HOW AN AGENT MADE START 
C. M. Lord, of Chippewa Falls, Wis., 
Took Lumber Camp as His 
First Field 











ic. M. Lord, general agent of the 
Tankers Life of Des Moines in Chip- 
pewa Falls, Wis., who became a gen- 
eral agent at the age of twenty-three 

tt ne pr nom (in 1912), re 

Pe iy. a ties cently told 

: Sa agents of that 
Company how 
he made his 
start in life in- 
surance. As the 
narrative is 
somewhat out 
of the ordinary, 
it is reproduced 
herewith: 

‘My first life 
insurance work 
was taken up 
under my father, C. C. Lord, of Chip- 
rewa Falls, Wisconsin, who repre- 
sented the Equitable Life of New York 
for twenty-five years. I sold insurance 
curing my school days at vacation 
times. 

My first actual work was done in 
the lumber camps of Northern Wis- 
consin at the age of eighteen. I took 
a phonograph and boxes of cigars, 
end went into the camps, and at night 
played music for the boys and passed 
the cigars around, thereby becoming 
generally acquainted. 

I sold fourteen thousand of insur- 
ance by the end of the week, consist- 
ing mostly of “Twenty Pay Life” pol- 
icies. I then got my first idea of what 
the life insurance business really was. 
On returning home I was given a con- 
tract directly under the Milwaukee 
agency. 

I heard some time later that a 
Bankers Life man was to be in a near- 
by town, and I decided to see him. 

I called on him in January, 1907, 
and through the kindness of that 
srand gentleman, C. A. Reed, of the 





Bankers Life, who is now in California, 
I secured a position with them. 

Through his teaching and help I 
knew I could succeed, as he was in 
a class all by himself. That same 
gentleman has secured many good 
men for the Bankers Life. At the 
same time I started Mr. Reed also se- 
cured a position for Charles Minshall, 
who is now general agent at Columbus, 
Chio. Sometime later Mr. Reed in- 
vited me to La Crosse, which was his 
home at that time to meet our general 
agent, E. W. Nothstine, and under his 
direction I covered all the small towns 
at first, and made good at almost ev- 
cry town I solicited in. 

In 1909 I was appointed general 
egent for a number of counties in 
northwestern part of Wisconsin, and 
had my headquarters at Chippewa 
Falls, Wisconsin, where I have a nice 
business built up around this part of 
the country, in the land of the “gold- 
en grain and lakes of fish.” 





PAYS INHERITANCE TAX 


Story of a $100,000 Death Claim—~ 
Beneficiary’s Letter to 
Equitable 


In November, 1917, a prominent Cal- 
ifornian insured his life in the Equita- 
ble Life Assurance Society for $100,000 
tu provide for the inheritance tax on 
his estate. He died from an acute ill- 
ress a few weeks ago. The _ benefi- 
ciary now writes: 

“This money comes most opportunely 
to me, as it will enable me to promptly 
settle the inheritance tax on my hus- 
band’s estate. 

“T am thankful my husband took this 
insurance when he did, for it will ob- 
viate the necessity of disposing of any 
of his real estate or securities to re- 
alize the money necessary to pay the 
inheritance tax.” 





GETS NEWARK 
Jacob A. King, of Asbury Park. who 
represents the Bankers’ Life of lowa 
ip several counties, has had_ the 
Greater Newark territory added and 
has opened a branch in Newark. 





The Metropolitan’s 
Convertible Policy 


LAPSE RATIO LOW, SAYS GASTON 


Furnished 24! Per Cent. of Company’s 
Issue in 1917 Says Second 
Vice-President 
Second Vice-President Gaston, of the 
Metropolitan Life, recently gave some 
interesting data as to the convertible 
in a talk to company field representa- 

tives. He said: 

“The convertible continues to be 
peerless among all forms of industrial 
policies. Let me repeat what I have 
said before in regard to it, that with 
the exception of the twenty-payment 
life, it carries a higher average pre- 
mium, and that without exception it 
admits of a wider selection of the 
form of insurance into which it may 
ultimately be converted, and of the 
reriod at which it may thus be con 
verted, than any other industrial pol- 
icy. It is the model policy for the 
class of people for whom it was de- 
signed. 

The Lapse Record 

“On December 31, 1917, of the issue 
of 1917, 88.1 per cent. of the converti- 
ble remained in force, as against an 
average of 85.6 per cent. of all other 
forms of policies, a difference in favor 
ef the convertible of 2% per cent., of 
the issue of 1916, 75.2 per cent., as 
against, for all other forms, 69 per 
cent., a difference of 6.2 per cent. in 
favor of the convertible; and of the 
issue of 1915, 64.8 per cent., as 
against, for all other forms, 55.8 per 
cent., a difference of 9 per cent., in 
favor of the convertible. The longer 
the convertibles remain in force the 
greater becomes their persistence in 
comparison with other forms of poli- 
cies of corresponding years of issue. 


Popularity of Policy 


“As to the popularity of the converti 
ble, notwithstanding the mild compe- 
tition of the twenty-payment life, to 
which I have referred, and which was 
ef no particular significance, the con- 
vertible constituted nearly 24% per 


cent. of the total issue for 1917. It 
constituted in the Middle Atlantic Ter- 
ritory well over 29 per cent., in the 
Southwestern Territory, about 26% per 
cent. and, going down the line, in the 
New England Territory, which touch- 
ed the lowest level, it was 17 2-8 per 
cent. I began corresponding with some 
of the New England superintendents 
in February last, in regard to the con- 
vertible. That my labors with them 
bore some fruit is shown in the fact 
that from February on until the end 
of the year an improvement was made 
in the ratio of convertibles to total is- 
sue in 53 districts.” 


WOMEN AGENTS’ OPPORTUNITIES 


Endowment Policy Best for Working 
Women—Talks to Georgia 
Agents 


Miss Kate Uhlfelder is a successful 
agent of the Massachusetts Mutual 
Life in Georgia. She calls attention 
to the fact that more than a million 
women have entered American in- 
dustries since the war began, and more 
are being added constantly. There 
would be a very decided upheaval in 
industrial reorganization were it not 
for the foresight of women in fitting 
themselves for a “man’s job.” 


“These women must be shown a way 
tc husband their resources that they 
may be ready to meet emergencies as 
they arise,” she said. “Therefore, the 
endowment policy for a business wo- 
man. We, agents, have a great re- 
sponsibility and the greatest and most 
unusual opportunity for service that 
has come to us. 

“My limited experience in Atlanta 
has proved that great patience is re 
auired for this end of the work now, 
because this avenue of investment and 
the whole industrial problem are very 
new to women, but | absolutely know 
that women once insured are most en- 
thusiastic ‘boosters’ for us, that they 
are most anxious to pass on the good 
work, and that this class of business 
is very decidedly worth your while. 
All our interest and our pleasure in 
this great work lie in our ability to 
develop the satisfied policyholder. Here 
is our wonderful opportunity for do- 
ing #0.” 





wins the confidence of the insuring public. 








The Right Place for the Right Man 


The capable and energetic man or woman who represents a company which provides 
an unexcelled policy at a low net cost is sure to succeed as a life underwriter. That 
is why our representatives everywhere are loyal, contented and enthusiastic. The rep- 
utation of their Company for prompt and efficient service gives them a confidence which 


Occasionally we have a General Agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies | 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 
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54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 











The 1917 Record of Efficient Service 
by our Competent Agency Force 


New England Mutual Life Insurance Co. 
Boston, 


Mass. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 




















The long term endow- 

The Long ment has become popu- 
Term lar because it gives the 
Endowment insured something to 
look forward to during 

his life, as well as protection for a 
long period to his family or other 
dependents, says the John Hancock 


“Field.” The man who reaches 65 com- 
monly has more need for money than 
for insurance—in other words, his chil- 
aren will have grown up and gone into 
the world to take care of themselves. 
If his wife is living, she and the in- 
sured are quite as likely to gain from 
the payment of a matured endowment 
os they are from the presence of in 
surance protection; moreover, the an 
nual cost of a long term endowment is 
comparatively little more than the an- 
nual cost of a limited payment life 
during its premium paying period. A 
great many people there are who would 
not mind the slight extra cost. While 
the net cost, counting the cash value 
at age 65 of a 20 payment life, might 
approximate that of a 40 year endow- 
ment issued at age 25, or, to put it the 
other way, the net return might ap- 
proximate that of the long term endow- 
ment, it is by no means so satisfactory 
a contract for the average man, and 
while the premiums have to be paid 
tor a longer period than on the limited 
payment life form, there is something 
clean-cut about the nature of an endow- 
ment contract which appeals to a great 
pumber of people. It gives the insured 
a chance to get the full value of his 
policy while he is living. This touches 


human nature. All these consideras 

tions make it an easy contract to sell. 
. * * 

It is not that so many lif: 

Shirkers insurance agents do not do 

and enough business to just'fy 

Wasters the trouble and expense 

that the companies and 


general agents incur in keeping them 
en that counts so much as it is that 
the life insurance business is charged 
with the responsibility of getting a fair 
amount of efficiency and results with 
workers, or eliminating them entirely. 

It must always be remembered that 
life insurance has to bear the burden 
of its inefficient workers, and when 
State legislators or public critics bring 
the life insurance business before them 
ior judgment they hold it responsible 
tor all the men within its ranks who 
are not doing good work and rendering 


service, who should be producers of 
ene kind or another. 
Life insurance cannot afford to be 


nade the harbor of refuge for a lot of 
incompetent men, who use it as an 
excuse for not taking up the burden 
which society imposes upon every one 
who is capable of working. 

Probably in every company three- 
fourths of the business is written by 
25 per cent. of the men employed. The 
other 75 per cent., if they are giving 
their whole time to the business, are 
shirking to a greater or less extent. 
They are shirking their respons'bilities 
to their companies who employ them; 
they are shirking responsibilities to 
their families who look to them for 
support, and lastly, shirking their re- 
sponsibilities to society, which expects 


every member to do a man’s work in 
the world. 
Life insurance, for its own safety, 


must get rid of its shirkers and wast- 
ers, for the business is held responsible 
in the eyes of the public for every one 
of them.—KHditorial, “The Insurance 
Salesman,” 


The Pacific Mutual Life 
Prizes is offering prizes for the 
For Best best paper of 1,000 words 
Papers on subjects to be read 
at its coming convention. 
Here are the subjects: 
Monthly Income Insurance, Its Ad- 
vantages, and How and to Whom to 
Sell It. 


Business Insurance, Its Purpose, and 
How and When to Sell It. 

Writing Large Cases. 

Finding Prospects. 

Getting a Settlement with the Appli- 
cation, 

Closing Arguments. 

Selling Life Insurance 
Agents. 

Best Methods of Renewing Old Busi- 
ness, 


‘By Woman 


Life Insurance and the Inheritance 
Tax. 
War Arguments as an Aid to Busi- 


ness—How Government Insurance At- 
fects the Agent. 
The Accelerative 
it Works. 
The Qualifications of a Good Agent 
and How to Acquire Them. 


Feature and How 





DOUBLE INDEMNITY 
Questions of Agents of Phoenix Mu- 
tual Answered by the 
Company 


Two double indemnity questions of 
agents of the Phoenix Mutual are an.- 
swered by that Company as follows: 

Q. Whenever the premium for the 
double indemnity is more than $1.25 
per annum there is evidently a return 
cf premium if the double indemnity 
is discontinued. Will you please give 
vs an illustration of this? 

A. There is no return of premium 
unless the double indemnity is can- 
celled during a policy year, except in 
certain cases where a rate in excess 
of $1.25 per annum for $1,000 of in- 
surance is being paid. This occurs 
only in limited premium life or limit- 
ed premium endowment policies where- 
in the premiums cease before age 60. 
On such policies it is necessary that 
we charge a rate in excess of $1.25 so 
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Metropolitan Life Insurance Company 
Home Office Building 





THE 
METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
It is first in the world in amount of 

insurance in force... .$3,936,181,898 
It is greater than any other company 

in America in the number of its 


a diate ga-od 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 

a Svatasesua tee ene iaenateckoaicd $791,060,002 

It stood first in the world in gain 
in insurance in force in 1917 
Se i eee + -$453,749,902 

It stood first in the world in gain in 
income in 1917...... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 








that the premium for the double in- 
demnity will cease when the regular 
premium ceases, but that the protec- 


tion may continue to age 60 or to ma- 
turity, if that occurs jbefore age 60. 
Take a 15 premium life issued at 
age 28. The annual extra premium 
is $2 and this rate is payable only 
for 15 years, although the double in- 
demnity protection runs to age 60. 
Let us presume that the insured 
cancels the double indemnity provision 
at the end of 15 years. He has paid 
15 premiums of $2 each or a total of 


$30. The normal yearly charge for 
the double indemnity is $1.25 on a 
policy with premiums payable to 60. 


15 times $1.25 is $18.75 and the Com- 
peny would therefore refund the dif- 
ference ‘between $30 and $18.75 or 
$11.25. 

On the other hand, let us presume 
that he did not cancel the double in- 
demnity benefit until the end of 20 
years. In this case the insured has 
paid 15 premiums of $2 each or $30. 
He has had 20 years protection at 
$1.25 or $25. The refund would con- 
sequently be $5. 

Q. If a policy containing the double 








Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 








Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 





indemnity 
terim, how dc 
interim premium 
indemnity? 

A. The normal interim premium 
should ibe charged and in addition the 
fro rata premium for the double in- 
demnity at the rate of $1.25 per annum 


is to ‘be issued on an 
you determine 


for the 


in- 
the 
double 


per $1,000. If the interim is for 6 
months, charge the regular interim 
and in addition collect one-half of 


$1.25 for the double indemnity or 63c. 


Mrs. Lochner Dies 
(Continued from page 4) 


This work brought her into touch with 
insurance and she obtained a broker’s 
license but always gold life insurance 
for the Fidelity Mutual. She had, by 
the way, qualified for the Fidelity Mu- 
tual Club, the club year of which ex- 
pires next June. 
Successful From Start 

Mrs. Lochner’s success in the life 
insurance field was immediate and soon 
after her connection with the Fidelity 
Mutual Life, in 1915, she won a valu- 
able prize. She later won other high 
honors for exceptional work. Mrs. 
Lochner was a member of the Life Un- 
derwriters’ Association of New York, 
Fidelity Leaders’ Club, Women’s Press 
Club, of which she was treasurer, a 
very active office; the Forum, where 
she served on the board of governors; 
National Opera Club, of which she was 
a charter member; Aurora Grata Chap 
ter, Order of the Eastern Star; Federa- 
tion of Woman’s Clubs, and a charter 
member of the Daughters of Pennsyl- 


vania. She is survived by her husband, 
John G. Lochner; a son, Harry J. 
Acker; a daughter, Mrs. Bereniece A. 


Graves, who was associated with her in 
her work, and two sisters, Mrs. Lavinia 
Jewell and Mrs. Matilda McElwain, of 
Cochranton, Pa. 





ELECT DU PONT PRESIDENT 
Now Heads Morris Plan of Investments 
as President of Industrial 
Finance Corporation 
General Coleman du Pont, who gave up 
his control of the Equitable Life’s capi- 
tal stock in order that the Society could 
be mutualized, has been elected presi- 
cent of the Industrial Finance Corpora- 
tion, the organization which operates 
the Morris Plan of industrial loans, and 
aiso the Morris Plan Insurance Society. 
Arthur J. Morris, founder of the Morris 
Plan, continues as president of the 

Morris Plan Insurance Society. 
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Rooney Loses “Expert Service” Case 


(Continued from page 2) 


Fell, which privilege was accorded him 
Ly Judge La Fetra. 

Rooney wanted Mr. Fell to admit that 
if a man died 19 years and 364 days 
after taking a 20-payment life policy 
on his life, then the difference in pre- 
mium between the 20-payment life pol- 
icy and the ordinary life policy had 
been wasted by the insured. He con- 
tinually referred to some _ illustration 
that he had used in his own testimony 
about as follows: At age 30 an ordinary 
lite policy would cost in round figures 
$20, a 20-payment life policy $30 and 
the 20-year endowment policy $50 a 
thousand. He insisted that Fell answer 
a question, yes or no; the question 
being about as follows: 

If a man took out a 20-payment life 
policy under the conditions above de- 
scribed and died at the end of 19 years 
and 364 days, did he get anything for 
the extra $10 that he had paid for the 
2(-payment life over what the pre- 
miums would have been on the ordinary 
lile policy. Fell answered the question 
“Yes,” amid a lively and unlawyer-like 
scene, to the great amusement of the 
court and all present. 
the comparison in evidence (one of the 
exhibits) that Rooney had given to 
Francis. This comparison referred to 
the premiums which Francis had been 
paying on two policies on the 20-pay- 
ment life plan, the aggregate premium 
cn the two policies being about $360 
and the insurance being $10,000. Rooney 
had suggested (by inference) that these 
20-payment life policies be dropped and 
the premium be used to buy ordinary 
life insurance. The statement of the 
insurance which he had _ furnished 
Francis did not call any attention to 
the fact that he had suggested dropping 
cne plan of insurance and taking an- 
other plan. Fell pointed out that in 
the year that Rooney advised Francis 
tu drop these policies the cash value 
under the existing policies increased 
#340 on the premium payment of $360, 
whereas if he spent the $360 for ordi- 
nary life there would be very little 
cash value to the credit of the policy 
at the end of the year. 

After discussing the comparison 
which Rooney gave to Francis, the 
question was put to Fell: “What would 
you do if one of the agents in your 
office issued such a statement?” An- 
swer: “Cancel his contract immedi- 
ately.” 


Mutual Life’s Position 


At the trial the Mutual Lite repudi- 
ated any knowledge that twisting was 
intended. A representative of the 
Mutual Life testified that the position 
of the Company, in common with ail 
other companies of its standing and 
reputation. was that many of its pol- 
icies are issued on approval and that 
they not only declined to admit it 
claimed any liability against Mr. Fran- 


“cis. but was in ignorance of the trans- 


action, and always accepted the return 
of policies by its agents without asking 
eny reason for the return; and, further- 
more, the representative was emphatic 
in testifying that his Company would 
not have tolerated the transaction had 
it known the facts. The Company co- 
cperated in every way with counsel for 
Mr. Francis. 
Section 60 Weak 

In a statement to The Pastern Under- 
writer Mr. Myers, of Myers & Gold- 
smith, said that the case disclosed a 
weakness of Section 60 of the New 
Yerk Insurance Act. This section pro- 
hibits misleading estimates, misrepre- 
Sentations and incomplete comparisons. 
It reads: “No life, health or casualty 
insurance corporation, doing business 
in this State, and no officer or director 
or agent therefor or any other person, 
co-partnership or corporation, shall is- 
sue or circulate, or cause or permit to 
be issued or circulated, any illustration, 


Fell referred to. 


cilcular or statement of any sort mis- 
representing the terms of any policy 
issued by any such corporation or the 
benefits or advantages promised there- 
by, or any misleading estimate of the 
davidends or share of surplus to be 
received thereon, * * *. Nor shall 
any such corporation or agent thereot 
or any other person * * * make any 
misleading representation or incom- 
plete comparison of policies to any per- 
©on insured in any such corporation for 
the purpose of inducing or tending to 
induce such person to lapse, forfeit or 
surrender his said insurance.” 

There is nothing in the statute to 
say that representations, estimates and 
comparisons shall be made in writing, 
and this defect in the statute should be 
corrected. 

Rooney, to evade the statute and 
avoid the consequences of “incomplete 
comparisons” and “misleading esti- 
mates” contained in the typewritten 
analysis made and furnished by him to 
Francis, supplemented and corrected 
the errors by verbal representations 
and testified that he had so informed 
Francis in every instance of incom 
plete’ comparisons and misrepresenta- 
tions which the actuaries pointed out 
existed in the analysis. 


FOR 1917 


| “MARYLAND LIFE BUSINESS | 





Below will be found a statement of 
the life insurance issued by companies 
in Maryland and the total insurance in 
force in this State at the end of the 
year as reported to date: 


In Fore e 
Issued Dec. 31, 
in 1917. 1917. 

ON £c5u Scie eew sates $1,364,334 $7,471,757 
Baltimore (Ind.) ........... 2,171,475 7,173,737 
Baltimore (Ord.) ........++. 171,604 892,569 
BGTRGNITOS cp esccverscccsvcce 377 846 2,236,658 
Columbian National ....... 96,612 1,021,265 
Connecticut General ....... 346,898 841,206 
Connecticut Mutual ........ 1,384,532 5,977,964 
CONE  cvccnctocrsssceue 1,964,399 11,102,957 
BGA ov cccvcscccvcsccess Seen 20,678,729 
Eureka (Ind.) .....ccccscees 1,845,828 4,920,982 
Berens CCE.) .coccescsccser 35,500 119,292 
Fidelity Mutual ............ 119,407 1,719,737 
CREE. ccnscnisevisesveese 234,000 1,333,046 
Bomte, We Tac ccvesessctasces 374,003 2,725,906 
Home Mut. Society (Ind.).. ‘161,013 134,903 
Jefferson Standard ......... 298 000 432,500 
Tohn Hancock Mut. (Ind.).. 1,820,245 10,334,421 
lohn Hancock Mut. (Ord.) 1,991,062 8,435,014 
PEOPVIGRE. oss eccvccese ne Onele 134,617 30,836,674 
Massachusetts Mutual . 1,351,832 7,873,191 


Metropolitan (Ind.) ...... 6,659,972 54,831,688 


Metropolitan (Ord.) ....... 7,553,459 37,325,490 
Michigan Mutual .. ys iahaid 49,711 679.042 
Mutual, Md. (Ind.)......... 56,674 19,990,851 
Mutual, N. Y....... 5,187,517 29,507 847 
Mutual Benefit .. errtre | 12,863,822 
Mut. Ben. Soc., Md. (Ind.) 641,867 1,799,080 
National, U. S. A....... ' 43,904 56,904 
National, Vermont 696,402 4,632,850 
New England Mutual 838,455 7,926,418 
BIOS TOG vscccccseces . 2,899,153 27,170,903 
Northwestern Mutual 1,942,500 21,210,796 


Pacific Mutual ............. 3,084 98,051 





Penn Mutual svacsee ge 7,162,722 
Philadelphia ...........-- 100,622 327,008 
Phoenix Mutual seeceece _ ee 3,604,344 
Provident Life & Trust.... 1,779,538 14,851,589 
Prudential (Ind.) reer 35,094,079 
Prudential (Ord.) . 4,573,661 18,899,112 
Reliance ......... a 793,600 1,484,244 
Security, Md. (Ind.) 843,703 722,967 
Southern Life, Md 52,213 255,248 
State Mutual 646,925 6,731,262 
Sun, Canada ....... 508,769 3,539,720 
Sun, Md. (Ind.).. . 1,546,085 9,022,367 
Sun, Md. (Ord.) 394,350 412,207 
TYOVGINES 60 cccccsteses . 2,817,874 10,301,599 
Union Central voacdecese Se 5,190,711 
United, Md, (Ind.).......-. 275,292 517,387 
United States ery 80,885 675,804 


MASONIC PROTECTIVE 
The Masonic Protective Association 
of Worcester, Mass., is seeking an in- 
junction to enjoin former representa- 
tives of the association from starting 
a similar association. 


SAVED $400,000 

The Guardian Life’s mortality ex- 
perience last year resulted in a saving 
cof more than $400,000 to policyholders. 
This Company (then the Germania) 
was the first life insurance company 
in the New York district to subscribe 
tu the first Liberty Loan. 





THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 


Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 


W. S. WELD, Superintendent of Agencies 




















Organized 1871 
LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, 
OLDEST-LARGEST STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 31, 1917: 


VIRGINIA 


ABOGUD cocccoccgesccesocccevecerecesceoess PobdGUrtdE Ss venrseetmsdebebecbsesdeabees $ 16,560,439.04 
EERO 005 050508500nceeseredobavepenseenseshesd énbéuntdenseeepeuedseasabaeseess 14,343,626.28 
EES . HE SE ancidccbcncenbeteusbedtnnbern¥kscsbecernsnsweusestersotenenue 2,216,812.76 
SONNE SR TDs cnics ccntiendddtimebnet hubs bisehbsntues ecthavaneadbasssdens 131,790,562.00 
Payments to Policyholders since Organization ........ccccccccsccsecceeces 19,612,616.08 
ES’ PAYEE 1S TOUMSCPRCTS BONG cesvcoccescccccvesscoscscescccooseses 1,500,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 











Write for 


Are You Permanently Established? 


Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 








ests of all members. 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








ARTHUR E, CHILDS, President 


LIFE, ACCIDENT, and 


covering Permanent and 


The Columbian National Life Insurance Company 


Total 
Indemnity for Loss of Time 
A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the Agency Department of the Company. 


BOSTON, MASSACHUSETTS 


HEALTH INSURANCE 
Disability and Weekly 








{nsurance in force, 113,918 Policies for........ 


Excess of amount returned 





The Connecticut Mutual Life Insurance Company 
PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. 


WHAT NO OTHER COMPANY HAS DONE 
To repay to its Policy-holders in Death ¢ laims, Endowments, Dividends, Surrender 
Values, Annuities and other credits more than they have paid to it in premiums 
It stands alone in that result. ¥ 
Total premiums rec ceived, Dec. 1, 1846, to Dec. 31, 1917 rabatenduated -$318,963,384.44 
Total returned to Policy-holders, as above noted, in same a) 326,786,585.46 


peoneesae $270,243,227.37 


7,823,201.02 








SAFETY COUNCIL WORK 

The Western Safety 
Council now has a permanent salaried 
secretary in Pittsburgh with his own 
office accommodations and _ staff. A 
similar appointment will be made by 
the Buffalo Safety Council and other 
locals.. The expense of maintaining 
these secretaries is borne by members 
in the districts, through a surcharge 
on the normal membership dues of the 
Council. These secretaries will keep 
in close touch with each member and 


Pennsylvania 


manage the practical affairs of the 
Locals. Other Locals will try this 
plan. 





PASSED OVER VETO 

The Virginia legislature has prompt 
ly passed the compensation. bill over 
the Governor's veto. The Governor 
wanted the law administrated by a 
commission composed of men already 
in office, whereas the legislature want- 
ed an entirely new commission as pro- 
vided for in the new law. 





The Gardner group insurance bill has 
passed the New York Legislature. 
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LIBERTY LOAN COMMITTEE 

A New York City general insurance 
committee, which embraces in its mem- 
bership “every line of insurance,” has 
been appointed in the interest of the 
Third Liberty Loan. A careful study 
o” the names on the committee dis- 
closes that there is not an insurance 
newspaper man on it, nor was there 
en insurance newspaper man on the 
W.S.S. insurance committee. This is 
probably an unintentional oversight, as 
the legitimate ‘nsurance newspaper is 
surely a part‘of the insurance business, 
ils real function being to serve the in- 
t-rests of insurance. Furthermore, to 
name a committee in a great patriotic 
undertaking which “represents all in- 
surance,” and to ignore the insurance 
rewspapers is not only a slight upon 
them, but in a sense is a reflection. 
This the insurance newspapers do not 
deserve. They have contributed their 
columns not oniy to advertising of the 
9.8.S. and the Liberty Loans, but have 
devoted a great deal of space in their 
news and editorial columns to these 
Governmental activities. 





THE NEW DISCOUNT COMPANY 


The naming of Wade Robinson, one 
cf the most prominent of the marine 
underwriters of New York, as a direc- 
to: of the new Foreign Trade Banking 
Corporation, backed by Gaston, Wil- 
licms & Wigmore, Inc., and which will 
deal in the purchase and. sale of bank- 
erg and trade acceptances, again shows 
the close alliance between marine in- 
surance and international commerce, a 
relationship which has been consider- 
ably discussed in newspapers since th2 
United States entered the war. The 
Foreign Trade Banking Corporation 
wili encourage and aid the export busi- 
ness of the country, and is modeled 
after the British discount companies. 
In England these companies make it a 
practice t6 endorse or guarantee all 
tills which they handle. Such‘ endorse- 
ment strengthens the character of the 
bills, because some of the London dis- 
ccunt concerns have large capital and 
enjoy the highest credit standing. 


Manifestly the addition of a name on 


a prime banker’s acceptance does not 
add much to its saleability, but the in- 
ccrsement of drafts accepted by small- 
er institutions places them on a better 
batis and generally improves the in- 
sirument. Whether or not the Foreign 
Trade Banking Corporation will indorse 
the bills it will handle has not yet 
been determined, but the indications 
are that it will. 

The London discount companies have 
airangements with the joint stock 
banks by which they borrow money 
from the banks on their obligation, 
secured by the deposit of acceptances. 

The bank usually reserves the right 
to call such loans in seven days, and 
tc meet such demands the discount 
companies either arrange to sell the 
acceptances on deposit with the banks 
or else takc the acceptances to the 
junk of England, which discounts 
them. 





MR. RICHARDS’ APPOINTMENT 

The appointment of E. U. Richards 
as general Manager and secretary of 
the National Automobile Conference is 
a good one. His experience has been 
bvoad, his judgment good, and the ex- 
ecutive administration of the Confe® 
ence will be in good hands. 





LAW DEFECTIVE 

Section 60 of the New York In- 
surance Code relating to twisting is 
cefective. It expressly prevents mis- 
leading representation or incomplete 
comparison of policies to any person 
insured, but is open to the interpreta- 
tion that such misrepresentation or 
comparison is of a written nature. It 
should specifically prohibit oral mis- 
representation or oral comparison of 
policies. 





DAILY PAPER CAMPAIGN 





Chicago Idea Inaugurated in Cincinnatl 
—List of Cities Which Have 
Run Ads 





The “reasons for fire insurance pro- 
tection” advertisements, which created 
s0 much attention in Chicago that 
toey were run‘in a number of other 
cities, are to be tried out on an ex- 
tensive scale in (Cincinnati. The Wm. 
H. Rankin Company, (Chicago, are 
creators of the idea. 

The campaign. has been conducted 
in the following cities, in addition to 
Chicago: 

Bluefield, W. Va.; Milwaukee, Wisc.; 


Ivverett, Wash.; Hartford, Conn.; 
Burlington, da.; Pittsburgh, Kans.; 
Lansing, Mich.; Sault Ste. Marie, 
Mich.; Bemidji, Minn.; Joplin, Mo.; 
Helena, Mont.; (Canton, O.; Dinuba, 
Calif.; Bridgeport, Conn.; Providence, 


R. I.; Schenectady, N. Y.; Tulsa, Okla.; 
Marshall, Minn.; Montgomery, Ala.; 
Clearfield, Pa.; Knoxville, Tenn.; Hou- 
sion, Tex.; Seattle, Wash.; Missoula, 
Mont.; New York; Salem, N. C. 





BROKERS HELPING LOAN 
Tuesday afternoon the New York 
fire brokers met and put their O. K. 
cn the Liberty Loan drive plans, The 
work of gathering a staff of canvassers 
is now well under way. ‘There are 
four brokers on the General Insurance 
Committee, John A. Eckert; Alex, M. 
Silvey,, F. S. Little and Henry W. 
Lowe. The brokers’ committee is com- 
posed of J. N. S. Brewster, Jr., ‘Frank 
C. Carr, R. Henry Depew; M. B. Dutch- 
er, F. ©. Gilbert, R. H..Goffe,, A. C. 
Hegeman, Frank E. Mendes, F. W. 

Stillman and Walter. L. Webster. 


THE HUMAN SIDE OF INSURANCE 





JOHIN H. KENNEY 


John H. Kenney is secretary and 
manager of the Association of Fire 
Underwriters of Baltimore City, hav- 
ing been in that city since December, 
1914. The man who guides the des- 
tinies of the Association of Fire Un- 
derwriters in Baltimore is one of the 
best posted men on the fire insurance 
business in the country. Baltimore 
insurance men look upon him as an 
authority. He is appealed to daily for 
advice on this or that phase of the 
business. Mr. Kenney began his in- 
surance career in an agency office in 
Northern New Jersey about thirty 
years ago. In 1893 he became identi- 
fied with the Philadelphia Underwrit- 
ers’ Association, serving in various 
capacities and finally becoming assist- 
ant secretary in 1904. He continued 
with this association in that capacity 
until 1914. He is a member of the 
National Fire Protection Association, 
the Insurance Society of Baltimore, 
the New York and Philadelphia so- 
cleties. In addition, he is a past pres- 
ident of the Philadelphia Society and 
the Insurance Institute of America. 


* * # 


A. H. French, of French & Sterling, 
who personally won the metropolitan 
Aetnaizers’ contest this year, will have 
been connected with the Aetna flor 
twenty-five years on the twenty-fourth 
of May. 

* * * 


William A. Wright, Long Island 
agent of the General Accident, with 
his office at Fall River, is a former 
racing promoter and is also at present 
interested with the Mineola races. 


Emil F. Ellerman, a Scranton (Pa.) 
insurance agent, has been arrested on 
a charge of spreading German propo- 
ganda. He was too enthusiastic in 
receiving news of the German drive. 


Arthur C. Edmonds, who has been 
supervisor of agencies of the Phoenix 
Mutual Life at Pittsburgh, has decided 
to become an agent of the Company in 
New York, and is now affiliated with 
the Rogers & Andrews agency in this 
city. 





RESIGNS MUTUAL REPRESENTA- 
TION 

E. W. DeLeon, Inc., has resigned his 

representation in ‘New York of the 

‘Manufacturers’ Liability of New Jersey. 





E. U. Richards, who has been made 
reneral manager and secretary of the 
National Automobile Conference, suc- 
ceeding L. G. Hodgkins, who goes with 
the Masonic Protective Association of 
Worcester, Mass., is a splendid choice 
for that difficult position, ‘which re- 
quires a great deal of ability and diplo- 
niatic talent. Undoubtedly the need 
for a man of superior attainments to 
succeed Mr. Hodgkins was recognized 
by the National Board of Fire Under- 
writers in releasing Mr. Richards from 
his duties of assistant general mana- 
ger of the National Board so that he 
cculd take the other position, as Mr. 
Kiichards had only been with the Na- 
tional Board a few months, coming 
there from the Eastern Union ‘where 
he made a fine record as secretary, 
and he was doing good work for the 
National Board. 

Mr. Richards, who is a college man 
w:th several degrees, has experi- 
enced a steady climb upwards through- 
out his insurance career which began 
with the Ohio Inspection Bureau as an 
electrical inspector. He first went 
with the National Board in the engin- 
cering department and at one time was 
in the improved risk department of 
the Continental. 

* * ae 

R. J. Mier, fourth vice-president of 
the Pacific Mutual Life, who was in 
New York last week, is in Denver on 
his way to Los Angeles. Mr. Mier, who 
is one of the most popular figures in 
the accident and health business has 
spent his entire career with the Pacific 
Mutual. He said that he had found 
business conditions excellent on _ his 
trip. Asked relative to a rumor that 
the Pacific Mutual would enter group 
insurance, he said the matter was un- 
der consideration, but had not been 
definitely decided. 

NEW ORLEANS DOCK INSURANCE 

A short while ago, the Dock Board 
of New Orleans, which places the fire 
insurance on grain elevator buildings, 
machinery and the grain storage, heard 
complaints from some of its members 
that when bids were requested from 
insurance agents, the rates were in- 
variably identical because there was 
no competition among the agents as re- 
gards the charges, these being fixed 
by the Louisiana Fire Prevention Bu- 
reau, says the “Southern Underwriter.” 


It is now understood that the Board 
is inclined to disregard the matter of 
rates, preferring good protection to 
cheap rates. The premiums on the 
Board’s insurance amount to thousands 
oi dollars. It is believed the Board 
will continue to place the coverage as 
heretofore, the Board having decided 
it best to do so and not seek outside 
insurance for the sake of saving a few 
dellars. 





A TWO PAGE AD 

Frank Bb. Hall & Co.’s two page il- 
lustrated advertisement was one of 
the attractive features of the shipping 
number of the New York “Commer- 
cial” on March 29. Others advertis- 
ing were Willcox, Peck & ‘Hughes, 
Block Earl & Manuel, National Union 
lire, Eastern Underwriters, Inc., Im- 
porters & Exporters Insurance Co., 
Whist & Co., Globe & Rutgers, Despard 
& Co., Hagedorn & Co., La Boyteaux 
& Co. 





HANRATTY IN THE SERVICE 

F. J. Hanratty, manager of the of- 
fice of Kookogey & Hook, 100 Wuliam 
Street, will enter the service next 
week, 
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FIRE INSURANCE DEPARTMENT 





A. E. Larter Goes 
with Newark Fire 


TO MANAGE AUTO DEPARTMENT 








Co-Author of L. & L. Schedule and 
Once Vice-President of 
American 





A. E. Larter, one of the best known 
insurance men in the East, and with 
W. S. Lemmon author of the L. & L. 
Rating Schedule, which was prepared 
under the direction of the Eastern 
Union, has been appointed manager 
of the automobile department of the 
Newark Fire Insurance Company. The 
appointment illustrates the importance 
that the automobile departments are 
assuming with the fire insurance com- 
panies. It is becoming recognized 
that the automobile insurance business 


is one that should be handled with the . 


care by experienced under- 
that in these departments 
is especially desired. 


greatest 
writers; 
good judgment 


His Career 

Mr. Larter has been an active figure 
in fire insurance for many years. He 
first became known as special and 
later general agent of the Continental 
from which Company he went to the 
American of Newark where he was 
vice-president. Always a student of 
the business he was picked out along 
with Mr. Lemmon by the Eastern 
Union .to make a new rating schedule, 
and for about two years worked out 
the details of the new rating schedule 
known as the L. & L. Rating System. 
This system is being tested in several 
places. 

There has been considerable specu- 
lation as to Mr. Larter’s plans and he 
will be a valuable acquisition to the 
Newark. 





FIREMEN’S DEPARTMENTS 





J. G. Maconachy to Handle Middle 
and Southern Business for 
the Company 





J. G. Maconachy has been appointed 
manager of the underwriting for the 
Middle and Southern Departments of 
the Firemen’s Insurance Company, and 
allied companies, and will also con- 
tinue in charge of the automobile de- 
partment. 

‘Mr. Maconachy began his insurance 
career in the local agency business 
and then became a special agent. He 
made good in the field and before go- 
ing with the Firemen’s was with the 
Newark Fire, where he was superin- 
tendent of agents. He is an able 
young underwriter. 


Robinson in Foreign 


Trade Banking Corp. 


MADE ONE OF FIVE DIRECTORS 








New Corporation Will Purchase and 
Sell Bankers and Trade 
Acceptances 





Wade Robinson, president of Wade 
Robinson & Co., Inc., marine under- 
writers of Merchant Marine House, is 
one of five directors in the newly 
crganized Foreign Trade Banking Cor- 
poration, which is to encourage and 
fuster the export business of the 
United States which is backed by the 
firm of Gaston, Williams & Wigmore, 
inec., and which is chartered with a 
capitalization of $2,000,000. Max May 
formerly vice-president of the Quar- 
anuty Trust.Co., will be managing di- 
rector of the Company. 

Activities of New Corporation 

The activities of the new corpora- 
tion will be patterned after those of 
the National and Union Discount com- 
panies of London, and its principal 
business will consist of the purchase 
and sale of bankers and trade ac- 
ceptances. 

Arrangements will be made with the 
leading banks in foreign countries, 
and later on it is expected that the 
company will engage in the transaction 
ef a foreign exchange business. 

It is understood that eventually the 
corporation will apply for memibership 
ir the Federal Reserve system. 

DEPENDS WHOSE OX IS GORED 
Philadelphia “Bulletin” Regards With 

Complacence Government Insuring 

War Contract Plants 

The Philadelphia “Bulletin” slipped a 
cog when it printed an editorial a few 
days ago under the caption of “Fed- 
eral Fire Insurance,” and said: 

‘If the Government can insure an 
ammunition plant, why not a clothing 
factory? And the question continues 
throughout the whole category of war 
contracts. And now that housing is 
considered an essential part of ship 
and munition production, and therefore 
a responsibility of the Government, the 
function ci insurance may as logically 
extend to policies on the dwellings and 
possessions of the workers. 

“The whole scheme of Governmental 
substitution for individual enterprise 
is much easier to start than to stop. 
3ut what may be wholly practical for 
the Government to undertake in a 
limited sphere, invites disaster when 
the policy is broadened.” 

Wonder what the “Bulletin” would 
say to a scheme for the Government 
tu take over the daily papers? 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 
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> THE AUTOMOBIL 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


‘ASSETS 


$7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


LINES WRITTEN 


MARINE WAR RISK 

WIND STORM MAIL PACKAGE 
LIGHTNING TOURIST BAGGAGE 
EXPLOSION SPRINKLER LEAKAGE 
COMMISSIONS USE AND OCCUPANCY 
AUTOMOBILES INLAND MARINE 
LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 


JETNA LIFE INSURANCE CO. | 
JETNA CASUALTY & SURETY CO. 
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WILLIAM H. KENZEL CO. 


THE 


FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. L. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 


IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 
LONDON ASSURANCE COMPANY OF LONDON, ENGLAND 
NORWICH UNION ASSURANCE CO. OF NORWICH, ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, a + 


COMMERCE INSURANCE COMPANY OF ALBANY, 


MECHANICS INSURANCE COMPANY OF PHILADEL PHIA. PA. 


PENNSYLVAN 







FIRE INS. 


Inc, 1911 


NORTH 
BRANCH 


Sunbury, Pa. 


IA FIRE INS. CO. (Suburban) 
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OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1876 
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Cut Rate Has Small 
Appeal to Merchants 


NON-AUTHORIZED INSURANCE 
View of Prominent Insurance Presi- 
dent—Taxation Would Only Cur- 
tail Insurance Market 
The FEastern Underwriter has re- 
ceived from the president of one of 
the great fire and marine insurance 
companies the following statement 
bearing upon the tentative inquiries 
made by the New York Insurance De- 
partment relative to the tremendous 
volume of business being written by 
non-admitted companies. The Superin- 
tendent, it will be remembered, asked 
if there were not some way in which 
a check could be placed on this ‘busi- 
ness, either by taxation or otherwise. 
Can’t Confine Marine Insurance 
The statement of the president of 

the insurance company follows: 

“Marine insurance is international 
like commerce and not local like fire 
insurance. It cannot be confined; there- 
fore, it is always subject to competi- 
tion. A merchant in New York buys 
goods in India and sells them to a 
merchant in Chicago. The insurance 
follows the transaction. If New York 
taxed him he could move to Jersey. It 
is a mistake to attempt to restrict by 
taxation a business which cannot be 
confined within limits. 

“The kind of facilities for American 
husiness is such that the old line mer- 
chant prefers dealing with foreign com- 
panies who understand the method of 
operation. Some years ago a bill was 
cffered in the Legislature to compel 
all marine insurance ‘brokere to report 
all of their foreign business to the 
State and pay a tax thereon of 5 per 
cent. The intent of this bill was to 
force all of the ‘business to a few ma- 
rine underwriting agencies in New 
York City, who in turn would re-insure 
the business in London at lower rates, 
as there are practically no tariffs on 
general marine business. This would 
have netted New York City under- 
writers handsome profits from the ar- 
bitrage. 

Act Was Tabled 

“The injustice of the act towards 
marine insurance brokers by discrim- 
inating in favor of the underwriter rep- 
resenting a company, and the weak- 
ness of the bill was instantly apparent. 
If brokers were to be licensed it would 
be just as well to license marine in- 
surance companies’ agents Therefore, 
the bill was amended to include bro- 
kers, agents or representatives of a 
company, and in that state it died in 
committee. 

“All reputable merchants will always 
deal with the old line reputable com- 
panies at fair rates. The advantage 


| National Liberty 


INSURANCE COMPANY 
OF AMERICA 


NEW YORK 


ORGANIZED 1859 








Statement January 1, 1917 








Cash Capital ........ $1,000,000.00 
a ree 8,553,704.22 
A ee 4,222,485.60 


Net Surplus . «.. 3,331,218.62 


Surplus for poelicyhold- 
Beth ieee eae 4,331,218.62 


HEAD OFFICE 
Corner William and Cedar Streets 











WATCHMAN ENEMY ALIEN 





Circumstances Surrounding Attempt to 
Burn Woolen Mills in 
Philadelphia 





Carelessness or indifference in em- 
ploying watchmen is illustrated by a 
case in Reading. Christian Seidel, age 
54, registered as a German alien enemy, 
was held in $2,000 bail for court, after 
a hearing before Magistrate Dunn, in 
Philadelphia, on a charge of arson, re- 
sulting in a fire which threatened the 
destruction of the J. G. Leinbach Com- 
pany’s woolen mills, one of the largest 
industries in Philadelphia. That com- 
pany is rushed with Government war 
orders, 


Seidel was employed at the plant as 
a night watchman. Workmen coming 
to the plant at six o’clock in the morn- 
ing discovered a fire in the drying 
room. They testified that they noticed 
Seidel’s peculiar action. He obeyed an 
order to pull the fire whistle, but it is 
claimed that he made no effort to help 
get out the fire hose. When a member 
ot the firm asked him why he wag not 
helping to fight the fire he is alleged 
to have said, “I’m watching this fire.” 

It was testified that a can of kerosene 
was found in Seidel’s closet, against 
the rules of the plant, and burned 
matches were found scattered about. 
‘lhe fire started in three places. 

CANTONMENT INSURANCE 

The cantonment insurance has been 
extended for the Government. This is 
the insurance that covers contractors’ 
supplies from the time the supplies are 
unloaded at the cantonments until ae- 
cepted by a Government inspector. 
Scmetimes the liability lasts only for 
a few minutes. A few companies have 
dropped out, but most of them are cov- 
ering for the extended period. There 
ere thirty-four cantonments and camps. 

The automobile department of the 
Continental Insurance Company has 
been transferred from the twenty-fifth 
to the ground floor at 80 Maiden Lane. 


of a 20 per cent. cut does not attract 
the average responsible merchant. He 
may try it as an experiment, but is 
fearful all the time that something 
night happen, and returns to the re- 
sponsible companies that everyone 
patronizes as soon as the experiment 
is ended.” 


NEW YORK STATE DEPARTMENT 
HUMBOLDT FIRE OF PA. 


CAPITAL FIRE OF N. H. 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 


PERCY B, DUTTON, Manager, ROCHESTER 








SCHAEFER & SHEVLIN 


103-5 William Street 


GENERAL AGENTS 


New York, N. Y. 


FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 


Phone: John 2312 








HENRY E. OTTO & CO., Ine. 


Insurance Brokers — Average Adjusters 
Marine and War Risk a Specialty 


105 WILLIAM STREET, 


John 5109-5037-2171 


NEW YORK 








WILLIAM C. SCHEIDE & CO., Inc. 
HARTFORD, CONN. 
Re-Insurance in All Branches 











H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 











BRITISH AMERICA 


ASSURANCE CoO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 


United States Branch 


January 1, 1918 
NOD» edncansccihcaneseennson $2,192,173.14 
Surplus in United States..... 772,927.35 
Total losses paid in United 
States from 1874 to 1917, 
ee a, nem 25,298,472.00 
W. B. MEIKLE, Pres. & Gen. Mgr. 








THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 














PHILADELPHIA 





PENNSYLVANIA 


~NEW JERSEY 








ADEQUATE “CLARENCE A. KROUSE & CO SATISFACTION 
FACILITIES LOCAL AND GENERAL AGENTS SERVICE 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. | ALL LINES 











B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
105 William Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 














EQUITABLE UNDERWRITERS of New York 
FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico. Home Office: 68 William Street 
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More Light on 
Profits Insurance 


VIEWS OF WILLIS O. ROBB 


Risk May be Covered by Broader Use 
and Occupancy Form—To Protect 
“Going Businesses” 


That the final use and occupancy form 
adopted in the United States may be 
s6 extended as to cover profits insur- 
ance seems probable by present indi- 
cations. 

Many fire underwriters have placed 
themselves on record as being in favor 
of this procedure and Willis O. Robb, 
manager of the New York Fire Insur- 
ance Exchange, is notably an advocate 
o: this measure. 

Mr. Robb defines use and occupancy 
insurance as being “insurance against 
loss caused by fire in the way of in- 
terruption of business in a going con- 
cern” and the phrase “going business” 
1s looked upon as a more proper term 
than “manufacturing” and “non-manu- 
facturing” to describe a use and occu- 
pancy risk. 
eccupancy policy does not 


Brokers say the use and 
properly 
cover many mercantile risks which 
have a legitimate hazard of loss of 
profits through fire. 

Mr. Robb gives his views on use and 
occupancy insurance as underwritten jin 
‘he United States in the current issue 
of the Cyclopedia of Insurance, which 
are quoted, in part as follows: 

U. & O. Wrongly Developed Here 

“Use and occupancy insurance has 
had but a comparatively small develop- 
ment in the United States, and much of 
tuat development has apparently been 
in the wrong direction. There are two 
chief reasons for this. In the first 
place, in those States requiring or en 
couraging the use of a standard fire 
policy, there is no separate provision 
for insuring contingent interests, such 
as rents, profits, use and occupancy, 
leasehold interest, etc., although these 
interests cannot be properly covered 
under the ordinary standard fire policy, 


with its express exclusion of loss due 
ic interruption of business, its require- 
ment for the payment of any loss in 
one sum and at one time, and its mani- 
fold minor provis‘ons designcd only 
fo. regular property insurances and 
losses. And in the next place, partly 
because a higher rate is ordinarily 
charged for so-called profit insurance 
than for so-called use and occupancy 
insurance, and partly because of the 
failure to understand and measure the 
real interest sought to be covered, the 
forms employed have been confused, 
evasive or quite inadequate. 


Would Establish New Court Precedent 


“The first of these handicaps can be 
overcome Only by amending or over- 
riding the statutes enacting and estab 
lishing the standard policy; either 
greater liberty must be given fire un- 
derwriters by the law in the matter of 
insuring these contingent interests, or 
riders largely modifying the regular 
provisions of the standard policy for 
the sake of a clear cover for such in 
terests must be employed and tolerated, 
The removal of the second handicap 
vould appear to be mainly a question 
of education. 


“As understood by American under 
writers generally, use and occupancy 
insurance is a form of contract that 
promises to indemnify the policyholder 
(usually a manufacturer) at a certain 
rate per day, in case of total interrup 
tion, and at a pro rata of that rate in 
case of partial interruption, caused by 
a fire in his premises. Only the 
vaguest understanding of the proper 
method of fixing that per diem rate, or 
the total insurable value of the interest 
insured, is usually found among either 
underwriters or policyholders. That is 
because they do not clearly see, or (on 
account of the question of rate already 
referred to) do not wish to acknowl 
edge, that what the applicant wants 
and the underwriter should furnish is 
smply and solely a form of profits in 
surance, not use and occupancy insur- 
ance at all, in the proper sense of that 
expression. 

“In England this kind of insurance 
has been for more than a dozen years 
more correctly handled as the _ profit 
insurance it really is, on a form speci- 
ally adopted throughout to its precise 
purpose, with great resulting advantage 
to the public and to the underwriters, 
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ing was vague and indistinct. 
slowly opened to its significance. 


institutions. 





and their sacrifices, we possess 


The immediate need is the investment of our money in 
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At that time and for many years thereafter, their realization of their 
national aspirations and of the goal toward which they were really striv- 
But step by step they struggled onward 
and upward toward a light which grew clearer as their eyes and minds 
Today, as a result of their struggles 


and enjoy our priceless American 


These institutions must be preserved. 
reared in these one hundred and forty-two years will be utterly destroyed 
if we do not spring to its defense with every atom of our energy and 
determination. 
evaded, or put off. It is one which must be met now—today—no matter 
what sacrifices it may entail, or what the cost may be. 


One Hundred and Forty-Two Years of Labor and Struggle 


HE American people fought their first battles for liberty and the rights of self-govern- 
ment one hundred and forty-two years ago. 


The structure so laboriously 


This is not a situation which may be trifled with, or 
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su. that a really important new branch 
of fire insurance has been developed. 
A recent English writer on this subject 
is therefore quite justified in referring 
t« the American practice in the fol- 
lowing curt fashion. 


English View of U. & O. 


“‘In the United States of America, a 
scheme called use and occupancy is the 
system which is intended to compen- 
sate the insured for the loss of profits 
by fire. The company issuing a use 
and occupancy policy agrees to pay a 
pro rata amount of the sum insured for 
each day the business is entirely 
stopped and in proportion in the event 
of a partial interruption. It is unneces- 
sary to say that such a system cannot 
assess the loss of profits sustained, ex- 
cept in businesses where the turnover 
does not fluctuate. Such businesses 
are so few that a use and occupancy 
policy is of littke commercial value.’ 


“It is true that this summary dis- 
missal of the American use and occu- 
pancy policy does a litile less than 
justice to it through failure to perceive 
that, however inaccurate a measuring 
rod a fixed per diem may be wherewith 
t> measure a fluctuating rate of profit, 
it is, after all, likely to produce a fair 
average of result operating through 
any considerable period. But certainly 
the English method described by this 
same writer (Alex B. Wright, ‘Insur- 
ance Against Loss of Profits by Fire— 
Consequential Loss,’ London, 1912, C. & 
E. Layton) is vastly more flexible, 
equitable and attractive. Under that 
method the applicant indicates whether 
he wishes to insure net profits only, or 
fixed charges only, or the two together 
under the general name of profits, and 
whether the basis or standard for 
nieasuring the. loss is to be the ‘turn- 
over,’ measvred in money, or the ‘out- 
put,’ measured in quantity of goods 
produced, 
plus fixed charges are to be insured, 
and turnover is to be the standard, he 
is given insurance for the amount he 
declares his net profits plus fixed 
charges would represent, and.on the 
eccurrence of a loss the actual annual 
turnover is ascertained, along with the 
percentage which the net profits plus 
fixed charges have constituted of that 
turnover, and this percentage is applied 
to the reduction of loss of turnover 
due to the interruption by fire, thus 
giving the profit loss pure and simple, 
to which will be added the items con- 
stituting the increased cost of ‘working’ 
necessarily incurred in continuing the 
business. Several necessary safeguards 
are introduced into the contract, so 
that, for instance, if fixed charges were 
not, in fact, continued after the occur- 
rence of the fire, a corresponding re- 
duction would be made from the amount 
ef the adjustment. 


“Under the English practice the 
period of liability as distinguished from 
the term of the policy is limited to a 
definite number of months following 
the fire, usually, though not always, less 
ihan a year. In a given case, if it 
were longer than a year, instead of tak- 
ing the annual turnover as the basis 
or standard of adjustment, the turn- 
over for the longer period of liability is 
used, while, if the period of liability is 
a year or less, the standard or basis of 
adjustment is the turnover only. Usu- 
ally, am audit is made once a month 
after the occurrence of the fire, until 
the full restoration-of productivity, and 


Then, for instance, if profits : 


nonthly payments on account are made 
by the underwriters, though of course 
the ascertainment of the basis of en- 
tire adjustment, namely, the volume of 
the annual turnover represented by 
profits, is made immediately after the 
loss occurs. A number of minor checks, 
balances, and safeguards are introduced 
into the system, but this synopsis will 
sufficiently indicate the general char- 
acter of the English handling of the 
subject and its manifest superiority to 
the practice in common use in the 
United States.” 


Changes in Form 


The tendency to more clearly define 
the meaning of the use and occupancy 
form is also seen in the supplement on 
rules and clauses issued recently by 
the Eastern Union, which, under rule 
65, reads as follows: 


“(a) In manufacturing risks, net 
profits on goods the production of which 
is prevented, and such fixed charges 
and expenses as must necessarily con- 
tinue during a partial or total suspen- 
sion of production. 


“(b) In non-manufacturing risks, net 
profits on sales of goods or on other 
operations, which are prevented, and 
such fixed charges and expenses as 
must necessarily be continued during 
a partial or total suspension of busi- 
ness.” 


The policy terms are made still more 
definite by the supplement dated March 
12 which until Wednesday had not 
been acted upon by all rating organiza- 
tions, and which adds a pro rata dis- 
tribution clause to the use and occu- 
pancy policy. 


MILTON BERSON IN NAVY 
Milton Berson has left the Julius 
Finn office at 120 Broadway to enter 
the Navy and will be detailed to port 
duty. He has a wide acquaintance 
among insurance men. 
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The Promotions by 
Great American Fire 


LONG SERVICE WITH COMPANY 





Insurance Experience of Messrs. Phil- 
lips, Koop, Archer, Glass, Borland, 
Krech and Churchill 





The careers of the Great American 
men whose promotions were printed 
in The Eastern Underwriter last week 
are given herewith. They are Alex- 
ander R. Phillips, made secretary, and 
William H. Koop, E. & Archer, R. S. 
Glass, L. J. Borland, G. E. Krech and 
H. B. ‘Churchill made assistant secre- 
taries. All of these men have been 
with the Company for a number of 
years and were promoted for the serv- 
ice they have rendered the Company. 

Started in Texas 

Alexander R. Phillips was 
Texas and educated in Doilas. He en- 
tered the insurance business in 1899 
in the Dallas office of the Hartford Fire. 
In 1902 he became special agent for 
Texas. Oklahoma, Indian Territory and 
Arkansas as assistant to Thomas J. 
Cornelius, State agent for the Spring- 
field Fire & Marine. In 1906 Mr. Phil- 
lips was made special agent for the 
Insurance Company of North America 
in Texas, reporting to the Southern 
Department at Atlanta. Six years later 
he joined his present company as spe- 
cial agent for Texas, succeeding Jesse 
E. White who was at that time made 
assistant secretary of the Company. 
In 1916 he was made assistant secre- 
tary at the home office and last week 
he was made secretary. While in 
Texas Mr. Phillips was a member of 
the Texas Fire Prevention Association, 
on the schedule committee and advi- 
scry committee at the time the Texas 
Rating Law became effective. 

Koop Began as Office Boy 

William H. Koop has seen 
development in the metropolitan fire 
insurance situation in the past quar- 
ter of a century, or, to be more exact, 
curing the past twenty-four years. He 
began as a boy in the city department 
and has remained there ever since, 
with the exception of three years 
spent in charge of the re-insurance de- 
rartment. When Wallace Reid left 
the Company twelve years ago to be- 
come a local agent Mr. Koop succeeded 
him as manager of the local depart- 
ment. Following Mr. Koop’s election 
as assistant secretary it is announced 


born in 


every 


that C. C. Dominge has been made 
city manager. 
Archer Manager of New England De- 
partment 

Eugene S. Archer has spent twenty- 
three years with the Company, begin- 
ning as a clerk. He was special 
agent in suburban territory; then spe- 
cial agent in Western New England 
vhere he made such a good record 
tuat he was brought into the home of- 
fice and is now manager of the New 
England Department. 

Glass Began in Philadelphia 

Robert S. Glass began his insurance 
career with the agency of William Ar- 
rot in Philadelphia. There he had an 
ell-around experience, including the 
management of the brokerage depart- 
ment. He joined the company with 
which he is now associated some years 
ago. He became a special agent in the 
Middle. Department for three years, re- 
turned to the home office, and then for 
seven or eight years was special agent 
with headquarters in Rochester. Since 
the San Francisco fire he has been in 
the home office and at the present time 
is in charge of the southwestern States. 


Borland a Stevens Institute Graduate 

L. J. Borland is a Stevens Institute 
man, and there he got a mechanical 
engineering degree. He entered the 
insurance business as an inspector for 
the Middle States Inspection Bureau, 
vith which he spent five years. His 
first work for the Great American was 
in the inspected risk department, and 
for nine years he has been in that 
Company’s middle department, of which 
be is in charge. 

Krech Chief Accountant 

George E. Krech joined the Company 
about a month after William H. Koop 
did in 1894. At the start he was an 
accountant and he has continued in 
that department ever since, being made 
chief accountant in 1900. 
Ghurchill’s Early Experience in Boston 


H. B. Churchill has been with the 
Company since 1904, and before that 
was a prominent figure in the Boston 
fire insurance local business. Coming 
to the Company with which he is now 
associated he became special agent in 
New England, and he is now in charge 
of the inspected risk department. 


DAVID SILVER RETIRES 
David Silver, the oldest local agent 
in Tarrytown, and whose agency was 
established by his father, has retired. 
The agency is purchased by Free & 
Brannigan, also an old-established lo- 
cal agency. 
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Street Comment on Marine Investigation 


The way to cure an evil is to get at 
the root of it and apply the remedy. 
The recent investigation of marine in- 
surance brokers has divulged a state 
of affairs which to straight, honest, 
fair-minded business people would seem 
tu indicate that the marine insurance 
business must have drifted into a de- 
moralized condition, compared to the 
high plane on which it has heretofore 
been conducted. To some extent in 
recent years this might be true. It is 
cecasioned by the fact that ever since 
the present war conditions arose there 
has been no class of business where 
the rates charged for both marine and 
war risk have been so high as to make 
the business attractive and profitable 
tc anyone who has the slightest knowl- 
edge thereof. 

There has therefore been 
marine insurance a class of 
advertise themselves as marine insur- 
ance experts, average adjusters, etc. 
These men apparently have no knowl- 
edge of what the legal requirements 
of a broker are, be he an insurance 
broker or a merchandise broker, nor 
have they any knowledge of the tech- 
nical requirements of the business of 
which they advertise themselves as 
experts. 


drawn to 
men who 


Common Law Definition of a Broker 


The common law definition of a bro- 
ker is: 

A broker is one who is engaged for others 
on a commission negotiating contracts relative 
to property with the custody of which he has 
no concern; an agent employed to make bar 
gains and contracts between other persons in 
matters of trade, commerce, and navigation for 
a compensation commonly called brokerage. A 
person is not a broker who has possession and 
absolute control of merchandise shipped to 
him to sell and to collect the price; or who 
is a salaried agent and not acting for a fee 
or rate per cent. for othets; or who acts for 
one principal to the exclusion of all others; or 
who transacts business, not for other party, 
but for himself. 

If some of the newer generation of 
irarine brokers had known what their 
duties were, they would not have had 
the audacity to take out insurance in 
their own names or the names of ficti- 
tious assureds, thereby cornering the 
market with the expectation of selling 
the insurance to an actual shipper at 
a higher rate. They must have been 
laboring under the impression that 
they had bought a ton of pig-iron at 
$20 a ton and were at liberty to sell 
it for any price over the purchase 
price that the law of supply and de- 
mand would permit them to obtain, at 
the same time forgetting that in tak- 
ing out the insurance they incurred 
vo monetary liability, for if the goods 
were not shipped the underwriter could 
rot charge them an earned premium, 
and that they were usurping the po- 
sition of a broker to make them really 
speculators without incurring the re- 
sponsibilities of a speculator in the 
true sense of the word. 

The Broker of Twenty Years Ago 

About twenty years ago no one at- 
tempted to call himself a marine in- 
surance broker unless he was thorough- 
ly conversant with every detail of ma- 
rine insurance. In fact, if a fire broker 
had a marine insurance line to place 
he knew that he did not have the 
proper knowledge of the business to 
effect a cover which would give his 
client the proper protection, so he 
turned the /business over to a regular 
marine insurance brokerage firm and 
asked them to kindly give him the 
necessary protection, and in turn made 
some deal whereby the commissions 
were divided in accordance with the 
services rendered. All some people 
think they have to do is to have let- 
terheads printed stating they are ma- 


rine insurance experts, average ad- 
justers, etc., get an order, go out on 
te the “street,” find the lowest rate 


that anyone is willing to issue a poli- 
cy for, take it back to the assured and 
say—here is your insurance—not think- 
ing that they may be called upon to 
collect a loss under the document 
which they handed to their assured, 
and when they come to look into the 
insurance which they have furnished 
their assured they find that the docu- 
nent is not complete and they are un- 
able to collect the loss which their 
assured has sustained and for which 
le thought he was protected. This as- 
sured very rapidly learns why it is 
recessary to place his business into 
the hands of a broker who knows what 
marine insurance means and what he 
requires from the company in order to 
protect his clients from a loss when 
they sustain one. 

I have heard new marine insurance 
brokers state that they had a perfect 
right to do what is now being exposed 
by the New York Insurance Department. 
They think they have a right to deal 
in marine insurance the same as a 
cotton broker has a right to deal for 
a client in a thousand bales of cotton 
or a wheat broker for a client in one 
hundred thousand |bushels of wheat. 
If they were educated along the right 
lines and knew what their duties were 
as brokers, this state of affairs and 
conditions would not exist today. In- 
asmuch as some brokers do not know 
what the duties of a broker are, it 
therefore must evolve upon the State 
to teach them or to prescribe what the 
duties of a marine broker in the insur- 
ance business should be. 


What State Should Do 


It would appear to be in order for 
the State of New York to pass a law 
licensing all brokers who are engaged 
in the business of marine insurance, 
and under no circumstances are they 
to be permitted to receive such a li- 
cense unless they are duly qualified 
experts, and such experts to be passed 
upon by a committee of recognized 
marine insurance experts and not if a 
ward politician or district leader goes 
before the license bureau and says 
This is a friend of Mr. So-and-So and 
is a liberal contributor to our cam- 
paign fund and we want him to re- 
ceive a license, is he to receive one; 
and only licenses should be issued to 
those who have the required knowl- 
edge and who have acquired this 
knowledge by serving their apprentice- 
ship in the marine insurance field, as 
it takes twenty years or more before 
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really say he knows the 
principles of the marine 
This will preclude 


“a man can 
fundamental 
insurance business. 
many gentlemen from following this 
class of business who have recently 
made their entrance into the field, based 
upon their family connections, social ties 
or abilities as star performers in the 
athletic circles. In passing such regula 
tions the assureds of the State of New 
York, and the United States, would be 
protected so that their business will 
pass through the hands of experts who 
are qualified to handle this business, 
and if they have a loss which they are 
entitled to recover from an insurance 
company, they can rest assured that 
their insurance will be placed in such 


a manner that it will be recoverable. 
If the insurance brokers need to be 
taken care of, the State at the same 


insurance superintendent 
suggestion—can take 
steps to protect the American in 
surance company or the duly author- 
ized representative of foreign insurance 
companies who have entered our State 
by making the necessary deposit cap- 
ical and paying the necessary taxes 
vearly. There siuould be legislation 
put into effect that all business placed 
hy ‘brokers who are domiciled in New 
York, whether they have branch houses 
in other States or not, should pay a 
tax, say the equivalent of 5 per cent. 
of the premium on marine insurance 
placed in the authorized companies. 
This should be done in order to in- 
crease the revenues of the State of 
New York and also as a protection to 
the companies that are now entered 
in the State and pay taxes on all the 
business written in the State of New 
York. 


time—if the 
will permit a 


Fairness to the Public 
In order to be fair to the merchant 
and keep a check on the companies 
that are now doing marine business 
in the State of New York, there should 
be a law passed making it legal to 
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yiace this outside insurance wherever 
it is absolutely necessary, but when 
it is necessary an affidavit should be 


made by the broker and placed on file, 
and the amount of insurance and the 
rate of premium paid should be shown. 
The State should get a revenue from 
such transactions and local or duly au- 
thorized companies should be protected 
against foreign competition and at the 
same time the merchants interested 
should not be neglected and should 
not be left wholly at the mercy of au- 
thorized insurance. companies if they 
take it upon themselves to charge what 
Inay seem excessive rates. This legis- 
lation should be very stringent and 
should leave absolutely no loophole for 
subsidiary concerns domiciling them- 
selves in Jersey City or neighboring 
States. It also should take care of 
the possibility of foreign companies 
which are entered in the State of New 
York writing risks in London and treat- 
ivg this business as \vondon business, 
as today on a hull risk where the 
New York rate is 5 per cent. less 14% 
per cent., a London company that is 
centered in the State of New York could 


*fford to write the business in London 
for 4% per cent. less 14% per cent. 
brokerage, and at the end would have 
a larger net rate for the company 
than if they wrote it in their New 
York agency at 5 per cent. less 144% 


per cent. brokerage. 
Inasmuch as 
guged in the 


merchants that are en- 
export ‘business must be 
clever and up-to-date merchants in 
cider to compete with all the mer- 
chants of the world for this business, 
if seems almost incomprehensible that 
they should be so neglectful in employ- 
ing incompetent and __ irresponsible 
parties in placing of such an import- 
ant matter as marine insurance. These 
same merchants if they were looking 
for legal advice certainly would not 
tuke the first name that was presented 
tc them with a title of attorney, or, 
if they were looking for medical ad- 
vice they -would try to ascertain if the 
party they consulted for such advice 
was an expert for that particular ail- 
ment for which they desire a cure. 


OBSERVER. 


Truth About Grain 
(Continued from page 1) 
starts it is like a lumber yard ‘burning 
high up in the air.” A dust explosion 
is imminent in draughty elevators at 

any time. 

In the newer elevators there are 
steel bins and concrete construction 
aud in these risks lines are heavy. 

Watchman service is poor. A _ Buf- 
falo elevator, a good risk, had six 
watchmen. Underwriters wanted more: 
the elevator men refused. Finally on 
a preemptory order from the head 
Minneapolis office forty watchmen 
were employed. 
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CASUALTY AND SURETY NEWS 











Risks of Contractors 
Being Investigated 
WORK FOR MANUAL COMMITTEE 


Accident 


Health and Underwriters 
Seeking Information for New 
Schedules 
Contractors’ risks are being taken 
up by the manual committee of the 
Health and Accident Underwriters’ 
Conference. The following letter is in 


the form of a questionnaire, which has 
heen sent to about fifteen companies, 
including a number of the large com- 
mercial companies, soliciting their 
ideas on “Contractors”: 

“We are now considering the classi- 
fications for contractors and attach 
pages 59 and 60 of our manual show- 
ing the occupations as now listed and 
the classifications This 
schedule is very important and requires 
serious consideration. We must bear 
in mind the diversity of the duties per- 
formed by such risks. We solicit your 
suggestions as to the following: 

“1. Do you agree that when a con- 
tractor is engaged in manual labor, he 
should be classified the same as work- 
man? 

“2. Give any additional occupations 
you consider should be inserted under 
this caption. 

“3. Do you consider the classifica- 
tions now allowed as correct? If not, 
suggest changes and briefly state your 
reasons for doing so. 

“4. Do you consider the qualifying 
and descriptive phrases correct? If 
rot, suggest changes and briefly state 
your reasons therefor. 

“5. If you have or can compile sta- 
tistics applying to one or more of these 
occupations, please furnish same with 
such other information as may be ne- 
cessary for us to intelligently make 
vse of the information given. 

“In considering this question, we 
cannot lose sight of the fact that the 
duties of a contractor in a large city 


therefor. 


may differ from the duties of a con- 
tractor in a small town, and our 


thought is not to have too many classi- 
fications, be as sparing as possible in 
the use of limiting and descriptive 
pirases and quote classifications low 
enough to cover the incidental as well 
as the regular duties performed by 
persons engaged in such occupations.” 
Underwriter Gives Views 

One underwriter replied as follows: 

“As regards the first, we do not be- 
lieve that when a contractor is en- 
gaged in manual labor he should ‘be 
Classified as a workman. We believe 


that while he may ‘be performing 
actual labor, he is a_ better risk 
than the workman, and is_ entitled 
to one class better than the work- 
man. It occurs to us that he has 
a greater interest in being at work 
than his workmen, and that he will 


Perform a part of his duties just as 
soon as possible, whereas the work- 
man does not have the incentive to 
Tfesume work until he is fully recov- 
ered. From such claim experience as 
we have had, we believe it is evident 
that the period of total disability 
Claimed by working contractors is 
shorter than that claimed by workmen. 

“We doubt if the words ‘supervising 
duties only’ really limit the company’s 
liability as they should. Several years 
@g0 we contested a claim and the 
Court ruled that the words ‘supervising 
duties only’ gave the contractor the 
tight to perform such work as he might 
find necessary in conducting his busi- 
hess.” 








Brokers Bid 
Mautner Farewell 
WELCOME MANAGER RUGGINS 


Associates in Metropolitan Office of 
General Accident Present Watch 
to Departing Manager 


About eighty New York brokers and 
his associates in the Metropolitan of- 
fice of the General Accident tendered 
a farewell dinner on Tuesday evening 
to Manager Joseph L. Mautner, who 
will leave New York shortly to become 
superintendent of agents of the Gen- 
eral for New York, New Jersey, Massa- 
chusetts and Connecticut. The dinner 
was held at Reisenweber’s. 

Toastmaster A. W. Meldon, New 
York attorney of the General, stated 
that United States Manager Frederick 
Richardson was unable to attend and 
introduced H. C. Mitchell, assistant 
United States Manager. Mr. Mitchell 
said that the first time he had ever 
seen Joe Mautner was as a dirty faced 
office boy in the Maryland Casualty, 
with which Company Mr. Mitchell was 
formerly associated as secretary. He 
then told of the work Mr. Mautner 
had done ‘both among his associates 
and in rendering service to the New 
York brokers and said that the Gener- 
al hoped that both his associates and 
the brokers would have the same con- 
fidence in and render the same co-op- 
cration to the new manager, Mr. 
Ruggins. 

James \Nooney, who has been in the 
claim department of the General since 
it entered the United States, told wi 
his associations with Mr. ‘Mautner, as 
did also Henry R. Graham, New York 
Comptroller of the Company. On be- 
half of those brokers and associates 
present on Tuesday, E. G. Graff, of the 
Metropolitan office, presented to Mr. 
Mautner a Waltham watch as a token 
of their regard. Following Mr. Maut- 
ner’s acceptance of the watch, Mr. 
Ruggins made a short address. 


APPOINTMENTS IN NEW JERSEY 
D. C. Gritman, special agent in 
Northern ‘New Jersey for the United 
States Fidelity & Guaranty, has made 
the following appointments: L. N. 
Creighton, local agent at Bayonne; 
lbaniel Bermes, general agent at Union; 


Ned Cadwalader, local agent at Wee- 
hawken. Last year the company’s busi- 
ness in New Jersey was $440,000 and 


Mr. Gritman has observed it climb to 
that figure from a modest $100,000. 


LEAVING CLAIM DEPARTMENT 

E. J. Darragh, who had charge of 
the preparation of evidence in litiga- 
tion against assureds in the New York 
claim department of the New Jersey 
Fidelity & Plate Glass, has resigned as 
of April 8. Mr. Darragh formerly had 
charge of the claim department in Chi- 
cago for the old Union Casualty of 
Philadelphia and he closed up that 
company’s business there. 
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Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 











tion says: 


equitable treatment.” 


Cash Capital 
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The New York Insurance Department in a recent examina- 


“While the business of the Company has increased, 
its liabilities have borne a decreasing ratio to the 
admitted assets and the surplus a corresponding in- 
crease in the ratio to liabilities. 
Company, therefore, has been healthy. 

The affairs of the Company are being efficiently and 
conservatively conducted. Liberal reserves have been 
set aside for outstanding losses and other liability 
items, and policyholders are being accorded fair and 


Over Three and a Half Million Dollars Paid in Claims 


Surplus to Policyholders. . 


LINES WRITTEN 


Accident-Health (Commercial and Indus- 
trial) —Burglary—Plate Glass—Automobile 
Teams and General Liability. 


Agency applications will be considered for unoccupied 
; territory. 


The growth of the 


Seesessseasagas $350,000.00 
PULTETEL TTT Te . $584,137.21 


























HEARING IN ALBANY 


Monopolistic State Insurance Bill and 
State Fund Supervision Measure 
in Decline 


Last Tuesday a hearing was held in 
bills of interest to 
Gilchrist 


Albany on several 


casualty men. The measure 


was one. it is a monopolistic State 
insurance bill and would prevent both 


stock and mutual companies from writ- 
ing compensation insurance. Mana- 
ger Baldwin, of the State Fund, 
for it. Mr. Train, of Utica, against; 
Mr. Duffy, of the Ohio Industrial Com- 
mission, for, and F. Robertson Jones, 
manager of the Workmen’s Compen- 
sation Publicity Bureau, appeared 
against it. At present writing there 
appears no likelihood that the bill will 
become law. 

The two 


was 


bills to put the 
State Fund under the supervision of 
ihe Insurance Department were dis- 
cussed. Mr. Baldwin appeared against 
if while Mr. Train ‘was for it. Mr. 
Jones did not appear and manufac- 
turers and employers did not show in- 
terest in the measure. Its passage is 
regarded as remote. 


Wickes 


Something New 


PHILADELPHIA 





“Wilful Misapplication” 
In Fidelity Bond 


ROSEVILLE TRUST COMPANY CASE 


Connivance of Official Does not Release 
Teller’s Surety From 





Liability 
Reversing a ruling in the Essex Cir- 
cuit Court at Trenton, N. J., in the 
suit of the Roseville Trust Company 
by the insurance department against 
the American Surety, the Court of 


Errors and Appeals has ordered a new 
trial of as much of the case as is con- 
cerned with an item of $2,000. 

Discussing the legal question thus 
piesented Justice Trenchard, in his 
opinion for the Court of Errors, said: 

“As used in a fidelity bond given for 
the protection of a trust company 
against the wilful misapplication of 
ite funds by its teller, the words ‘wil- 
fully misapplied’ mean a conversion of 
funds of the trust company to the use 
or benefit of the teller or of some one 
other than the trust company with in- 
tent to injure and defraud the com- 
pany. By the term ‘wilfully’ is meant 
purposely or designedly. The intent 
to injure and defraud, which is essen- 
tial, does not necessarily involve mal- 
ice or ill-will, but merely that general 
intent to injure and defraud which al- 
ways arises in contemplation of law, 
when one wilfully or intentionally does 
that which is illegal and fraudulent, 
and which, in its necessary and na- 
tural consequences, must injure an- 
other. 

“The connivance on the part of the 
treasurer of a trust company in a wil- 
ful misapplication of the funds of the 
company by its teller, in order to ad- 


(Continued on page 18) 
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John L. Tiernon, 








Jr., who is president of the New York State Association of 


Insurance Agents, and who is regarded as one of the most level headed insur- 





ance men up State—he lives 
in Buffalo—was featured by 
the Maryland Casualty Co. in 
the current issue of its “Bul- 
letin.” 

Mr. Tiernon is active in the 
Insurance Federation of New 
York State, as well as in the 
fire and casualty agents’ as- 
sociation, and he was a 
prominent figure in St. Louis 
last Summer at the annual 
convention of the National 
Association of Insurance 
Agents. 

Mr. Tiernon was also one of 
the organizers of the last 
Liberty Loan campaign in 
Buffalo. He is a model citi- 
zen in addition to being a 
fine agent. 

The Maryland Casualty’s 
“Budget,” has this to say of 
him: 

“This picture of John Tier- 
non, who writes a great deal 
of business for himself and 
the Maryland under the 
agency name of Tiernon & 
Company, Buffalo, was taken 
in the doorway of the home 
office annex, John L. having 
been caught there and com- 
pelled to undergo a photo- 
graphic operation. 

“John not only looks good, 
but makes good. In 1916, his 
premium total was $77,- 
000; at the end of 1917, he 
had business on the books 
that brought in $176,000 in 
premiums, an actual increase 
in premium volume of practi- 


cally $100,000 and a comparative increase of over one hundred and twenty-five 


per cent.” 


The Maryland has a splendid collecticn of agencies in this State. 


Leaving Insurance Business 


This week the casualty insurance 
business will lose one of its able 
women workers. Miss Anna Mullin, 


who has been acting as assistant man- 
ager in the plate glass department of 
the Massachusetts Bonding in New 
York, leaves that place to return to 
Scranton, her home, Within a short 
time Miss Mullin will be married to Mr. 
Edward B. Pierce, of Scranton. He is 
anu insurance man, of the firm Emerich 
& Pierce, of Scranton. He was at one 
time connected with the Armstrong 
agency in New York for several years. 
Mies Mullin became proficient in the 
plate glass line through an extensive 
experience gained during two years 
with the Pennsylvania Casualty in 
Scranton; two years with the Massa- 
chusetts Bonding in Boston and four 
years with that Company in New York. 
a 6 a 
Burglary Men Wanted 

There is an urgent demand for cap- 
able burglary department managers. 
In Hartford there is said to be an 
important assistancy open and in New 
York there is at least one position yet 
unfilled. 

* * + 
Handling Burglary Department 

Since Edward B. Anderson has be- 
come secretary of the Burglary Jnsur- 
ance Underwriters’ Association, B. J. 
Surbeck, who had ‘been his assistant 
in the Royal Indemnity, has taken up 
the work of the burglary department 
there. 





“will Move Uptown 

M. Green, of 45 John Street, mana- 
ger of the weekly department of the 
yeneral Accident, will remove soon to 
the World Tower Building, 110 West 
Fortieth Street. 

* * * 
Indemnity Period Shortened 

The General Accident has issued a 
rew form of its Simplex accident pol- 
icy in which indemnity is paid for 
six months instead of for eight as 
formerly. 





Beating Rate Schedules 

Beating the automobile insurance 
rate schedules is an absorbing and 
profitable pastime. For instance, a 
man in Queens County, who has his 
dwelling and garage there, makes rep- 
resentation in his application for in- 
surance that the car is used most of 
the time in Nassau County and he gets 
the benefit of the Nassau County rate, 
although the owner has no establish- 
ment of any kind in Nassau County. 

a * + 


Introduce “Protection” 


The Travelers Insurance Co. has in- 
troduced “Protection” as the youngest 
Travelers publication. It is for the 


benefit of the liability and underwrit- 


ing sales force. The initial article 
covers the automobile situation. 
* oa * 


Must Be Reasonably Safe 

According to the Mississippi Su- 
preme Court municipalities are not in- 
surers of safety on their streets, but 
are obliged to keep them in reasona- 
bly safe condition for persons travel- 
ing in the usual way and exercising 
usual care and no part of the streets 
should be neglected. While the size 
of a municipality and the amount of 
traffic may be considered in determin- 
ing a municipality’s negligence in main- 
taining defective streets, these circum- 
stances will not-relieve it of liability 
for injuries resulting from its negli- 
gence, 

o ” 
Baltimore Talks 

Members of the Insurance Society 
of Baltimore at a meeting last week 
were told something of the origin and 
development of compensation  insur- 
ance. The speaker was J. M. Mot- 
l-y, vice-president of the United States 
Fidelity & Guaranty Co. Mr. Motley 
is an authority on compensation in- 
surance. 

KE. J. Bond, underwriter in the com- 
pensation department of the Maryland 
Casualty Company, was the speaker 
at the meeting a fortnight ago. He 
explained the figuring of rates on lia- 
bility and compensation insurance. 

* * 
A $15,000 Burglary Risk 

Resident Manager Donahue, of the 
Philadelphia office of the Maryland 
Casualty Company, has just written a 
big burglary risk for his company, car- 
rying a premium of $16,000. 

+ * * 


Admitted to Rating Board 

The Massachusetts ‘Bonding & Insur- 
ance has been admitted to membership 
in the Compensation Inspection Rating 
Poard. 

* > 7 
“Live Topics” 

“Live Articles on Special Hazards 
No. 9” is the ninth book in a very 
interesting series published by “The 
Weekly Underwriter.” Already three 
books in this series are in their second 
editions and one more book has just 
recently gone out of print, thus testi- 
fying to the popularity of this series. 
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“Wilful Misapplication” 
(Continued from page 17) 
vance the latter’s outside speculations, 
does not release the teller’s surety 

from liability.” 
Claim Loan Was Made 
The surety company was made de- 
fendant in an action to recover on a 
$10,000 bond to A. R. Jennings, paying 
teller of the trust company. Jennings 


vanted to get $2,000 to invest in a 
moving pigture enterprise. He sug- 


gested to”Raymond Smith, the treas- 
urer, that the company lend him the 
money on his note and that he would 
pay it back in instalments. Smith ran 
tue whole institution and had the 
power to make loans for it. Anything 
he said went and little or no check 
was made on his transactions. Ac- 
cording to the testimony Smith agreed 
to lend Jennings the money and Jen- 
nings went ahead and drew a check on 
a local bank dated June 3, 1913, drawn 
to Walter H. Meier, in payment of 
Jennings’ share in the picture estab- 
lishment. 

In the meantime Smith had neglect- 
ed to arrange for the loan, it was said, 
and when it was presented to the 
Roseville Trust Company, Jennings re- 
moved the check from the basket be- 
fere it reached the bookkeeper and 
substituted a memorandum slip charg- 
ing himself with 2,000. It trans- 
pired that the proof book of Jennings 
was falsified to the extent of $2,000. 
When the irregularity was discovered 
Smith denied that he had ever prom- 
ised to make the loan to Jennings. 





Mutual and Liberty Loan 
The home office force of the Mutual 
Life, numbering more than 800 em- 
ployes, has made individual pledges to 
sell a minimum of five Liberty Loan 
bonds, or 4,000 in all. 


Statement of the Ownership, Management, 
Circulation, etc., Required by the Act of Con- 
gress of August 24, 1912, of THE EASTBRN 
tL NDERWRITER, published weekly, at New 
York, N. Y., for ‘April 1, 1918, 

State of New York, 
County of New York, os 

Before me, a ‘Notary Public, in and for the 
State and county aforesaid, personally appeared 
Clarence Axman, who, having been duly sworn 
according to law, deposes and says that he is 
the Editor of THE EASTERN UNDER- 
WIRITER, and that the following is, to the 
best of his knowledge and belief, a true state- 
ment of the ownership, management (and if a 
daily paper, the circulation), etc., of the afore- 
said publication for the date shown in the 
above caption, required by the Act of August 
24, 1912, embodied in section 443, Postal Laws 
and Regulations, printed on the reverse of this 
form, to wit: 

1, That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: 

Publisher, THE EASTERN UNDERWRITER 
me or rea 105 William Street, New York. 

Editor, Clarence Axman, 105 William Street, 
New York. 


Business Manager, (William L. Hadley, 
Plainfield, N. J. 

2. That the owners are: (Give names and 
addresses of individual owners, or, if a cor- 


poration, give its name and the names and 
addresses of stockholders owning or _ hold- 
ing 1 per cent. or more of the total amount of 
stock. ) 

Clarence Axman, New York City. 

Benjamin F, Hadley, Des Moines, Ia. 

William L. Hadley, Plainfield, N. J. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 
1 per cent. or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) 

None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as 
they appear upon the books of the company 
but also, in cases where the stockholder of 
security holder appears upon the books of the 
company as trustee or in any other fiduciary 
relation, the name of the person or corporation 
for whom such trustee is acting, is given; also 
that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and 
belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in 
a capacity other than that of a bona fide own- 
er; and this affiant has no reason to believe 
that any other person, association, or corpora- 
tion has any interest direct or indirect in the 
said stock, bonds, or other securities than as 


so stated by him. 
; CLARENCE AXMAN. 
Sworn to: and subscribed before me this 3r 


day of April, 1918. 
W. L. CHAPMAN, 
Notary Public, Westchester Co. 
(My commission expires March 30, 1919.) 
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CASUALTY AND SURETY POINTERS 





When an objection is of- 


Cutting fered or a reason assigned 
Out for not buying, what can 
Luxuries one do but answer? That 


is the big point in sales- 
manship—answer, but do it when you 
can by asking other questions and 
thus lead the prospect back again to 
the main line. For instance—one man 
says: “I have never been injured and 
my occupation is not at all dangerous, 
I don’t need insurance, so in these 
days of economy I am cutting it out, 
as I am all luxuries.” Here is a good 


chance to inject some new facts by 
asking some question. For. instance, 
“Yes, Mr. Blank, you have thus far 


been very fortunate, but have you con- 
sidered that 65 per cent. of the acci- 
dents reported occur to men outside 
of business hours and while they are 
away from the hazards of the occupa- 
tion? In fact, only 32.8 per cent. of 
accidents are occupational accidents. 
18.8 per cent. happen in the safety of 
tne home, 12.3 per cent. while en- 
gaged in sports or recreation, 5.2 per 
cent. are travel accidents and 13.6 per 
cent. are street accdents. Not only is 
this true, but if every man were killed 
or injured during the year no insur- 
ance would be possible except by the 
payment of very large premiums. The 
Lig thing is—do you know you won't 
be killed, injured or disabled during 
the coming year? If you can’t answer 
that question, you need insurance.”— 
“The Standard Cog.” 


* * * 


Compared with life in- 


Better Than surance, disability in- 
Life surance is a_ greater 
Insurance necessity, says “The 
American.” When the 


breadwinner is disabled by an accident 
or is on the sick ‘bed, he not only has 
his family to care for, but he has the 
added ‘expense occasioned by his dis- 
ablity. Even if he should die, econom- 
ically the ‘burden is lessened by the 
extra cost incident to the disability and 
the cost of his own maintenance. One 
of the principal arguments of life in- 
surance is that doctor’s bills and debts 
accumulated during the last sickness 
can be cleared up. Disability insurance 
provides for taking care of these ob- 
ligations as they occur, and in case of 
death the estate is free and clear, and 
the entire amount of the life insur- 
ance is intact for the benefit of the 
beneficiary. Statistics show that many 
wage-earners who have been disabled 
from accident or sickness, get up from 
tneir sick beds and go to work before 
they are able to do so, and no doubt 
this is due to the absolute necessity 
to provide money for the many added 
cbhligations incurred during the disabil- 
ity. Consequently a much _ heavier 
mortality may be expected from those 
Who do not carry disability insurance. 


The demand and oppor- 


Where Jobs tunities for trained men 
Seek in the surety and casu- 

Men alty business are great- 

er to-day than ever be- 

fore. Why do not more high-grade 


Young men enter this line of business? 
They can master the fundamentals in 
one-half the time it takes to learn a 
profession, and can earn a livelihood 
While so doing, rather than being an 
expense to their parents or friends for 
three or four years of studying and for 
Several years thereafter while estab- 
lishing a practice. The old theory that 
aman become an insurance agent after 
trying everything else is now a very 
Much exploded one. The day of “has 
beens” in the insurance business has 
Passed forever. A survey shows that 
to-day the markedly successful insur- 
ance men in the field, and in the home 
Office also, are educated, intelligent, en- 


ergetic and honest. The chief phases 
of the business, including the financial, 
the producing, the underwriting and the 
legal and claim, afford unlimited study 
to the student. The production end 
especially offers ample opportunity for 
the natural salesman and solicitor. Then 
why is it that more young men gradu- 
ating from the colleges and high 
schools do not enter this vocation? The 
compensation is good, the opportunity 
unlimited, the vocation honorable and 
intensely interesting. Home offices are 
constantly seeking high-grade men. The 
agency department is constantly im- 
portuned to recommend experienced 
ycung men or men likely to develop for 
various positions in the field. It is 
truly a vocation where many desirable 
jobs are seeking the man, rather than 
the usual situation of the man seeking 
the job.—Fidelity “Journal.” 


+ * . 
Plate glass will be hard- 


Plate er and harder to get, as 
Glass the summer progresses, 
Insurance says the Travelers. There 


is even a possibility that 
it will be classed among the non-es- 
sentials. If this comes to pass, the 
supply will go lower and lower—while 
the price goes higher and higher. 
This situation affords a_ splendid 
argument for plate glass insurance. 
Every man’s window is now worth two 
or three times what he paid for it, 
and it ought not to be difficult to con- 
vince him that it would be a decided 
financial hardship to have to replace it. 
Every plate glass policy is an im- 
plied contract of replacement, and most 
policyholders regard it as such. They 
do not want to take cash settlements 
and then have to go to the trouble of 
buying the glass afterward. Their 
idea of insurance is that, when they 
are visited by a young hurricane, or 
a runaway horse kicks in their show- 
window, the insurance company will 
be promptly on the job and get the 
place fixed up in the shortest possible 
time. 


a o 7 
All known causes not 
How Plate hereinafter classified. 
Glass Articles dropped on 
Breaks show cases. 
Awnings (breakage by). 
‘Burglars. 
‘(Cash carriers dropping on show 
cases. 


Defective setting glazed one year or 
less. 

Defective setting glazed over one 
year. 

Door slamming. 

Drunken persons. 

Explosion. 

Fighting or street disturbance. 

Frost, snow, hail or ice and weather 
conditions. 

Persons leaning against or falling on. 

Settling of building, built one year 
or less. 

Settling of building, built over one 
year. 

Shelves, shutters or transom falling. 

Stone or missile throwing including 
children playing with ball, etc. 

(Stones or other objects thrown by 
automobiles. 

Street vehicles (excluding stones or 
other objects-thrown by automobiles). 

Sun’s rays. 

Unknown. 

Window dressing. 

Window cleaning. 

Window or show case 
cles falling. 

Wind storm. 

Workmen in or about premises. 


display—arti- 





Michael Powell has resigned from the 
editorial staff of The Weekly Under- 
writer to enter the Navy. He expects 
to be detailed to port duty in the vicin- 
ity of New York. 








W. E. SMALL, President 


PETER EPES, Agency Mgr. £. P. AMERINE, Secretary 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........ $1,688,506.87 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 184 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
Russell R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonze G. Brooks, Asst See. 


RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 
CHICAGO Resident 


F. W. LAWSON 
General ‘al Manager 


Liability, Accident, J 
Burglary, Boilerand “—<% 


Credit Insurance 


ie 
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Established 1869, 


London Guarantee & Accident Co., Ltd. 


va) aes tidy nN. 





OF LONDON, ENGLAND 





The Fidelity and Casualty Company of New York 


Metropolitan Office—92 William St. 
ANNUAL STATEMERT DECEMBER 31, 1917 





GRE: sivnivsiatindnnes 330, 
Liabilities ‘ 
Sees -+s» 1,000,000, 
i. ik, 3 & SPR Oe en eeteeanetopoiies 3,291,987.09 
Losses paid to December 31, 1917................cccceccueeeees ©,740,294.97 


This Cometas issues contracts as follows: Fidelity Bonds; Surety Bonds; Accident, 
Health, Disability Insurance; Burglary, Larceny, and Theft Insurance; Plate Glass 
Insurance, Liability Insurance—Employers, Public, Teams -(Personal Injury and Prop- 
erty Damage). Automobile (Personal Injury, Property Damage and Collision), Phy- 
sicians, Druggists, Owners and Landlords, Elevator, Workmen’s Compensation, Steam 
Boiler Insurance; Fly-Wheel Insurance. 











THE TRAVELERS 
INSURANCE oS INDEMNITY 
COMPANY COMPANY 

HARTFORD, CONNECTICUT 


WRITE THE GREATEST VOLUME OF 


GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 
THE OPPORTUNITY TO SUPPLY THESE INSURANCE 


NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 
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[ Turow AWAY THAT CUMBERSOME RATE MANUAL 


Can you find no better use for your time than to spend the best part of 
it turning 362 pages every time you want to quote an automobile rate ? 


Compare the Simplicity of These Rates! 











th | 
The “Definite Value” Automobile Policy | 


A clearly defined policy protecting an automobile owner—indemnifying for loss by fire, theft, ex- 
plosion and other hazards. 

It is simple in language, and definite in terms—it positively fixes the value of a car, during the life of 
the policy, on a basis determined by the men who made and sold the car. 

In the event of a total loss, it pays the amount of fixed value shown in the policy contract, thereby 
avoiding any controversy in settling and paying the loss. 

In the event of a partial loss, it pays for the repair or replacement of all parts, to the full extent of the 
damage. 

Compare the protection and the cost of this policy with other forms of automobile insurance. | 


PREMIUM RATES 


All premiums are based on list price of car. Rates quoted are for each one hundred dollars of list price. 
The rate is not increased on renewal. Freight charges and war tax may be added to amount of insurance. 


Pleasure and Commercial Cars 








Full Cover Excluding Theft 
Models Listing $2,500 or Over...... See at $1.00 .80 cents 
Models Listing $1,000 to $2,500............... $1.50 80 cents 
Models Listing Under $1,000................. $2.00 .80 cents 


Extra Equipment, Including Theft— Extra Equipment Excluding Theft— 
Twice the rate charged for car. Same rate as charged for car. 


Electric Cars—All Models 
.75 cents for fire and theft. 








Collision Insurance 
Covers all loss or damage above twenty-five dollars in 


Property Damage 











any one accident. 
(For full cover add thirty-five dollars to all premiums.) 
Pleasure Cars 
In Cities under one hundred thousand population. 
1%% of list price $15.00 minimum premium 


Indemnity to extent of one thousand dollars for damage 
done to property of others. 
Pleasure Cars 
In Cities under one hundred thousand population. 
Ten Dollars Premium 


In Cities over one hundred thousand population. 
2% of list price 25.00 minimum premium 
Commercial Cars 
Regardless of size of city. 
2%% of list price 


In Cities over one hundred thousand population. 
Fifteen Dollars Premium 


$30.00 minimum premium Commercial Cars—Decline property damage. 











TERM POLICIES 


Two Years Insurance—One and three-quarter times annual rate. 
Three Years Insurance—Two and one-half times annual rate. 
Pro rata cancellation allowed on old insurance when new car purchased 
and insured. 
Taxi Cabs, “Jitneys,” Rented, Livery, Second-Hand Cars and Dealers’ Cars 
WILL NOT BE INSURED UNDER THIS FORM OF POLICY 
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THIS POLICY IS WRITTEN ONLY BY 


THE NEW BRUNSWICK 
FIRE INSURANCE CO. 


Capital $500,000 
NEW BRUNSWICK, NEW JERSEY 


Capital $1,000,000 
NEWARK, 








THE NEW JERSEY 
INSURANCE COMPANY 


NEW JERSEY 


| 























7 il 





